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Paracodol  contains  the  same  painkilling  power  and  active  ingredients  as  its  prescription  equivl 
Co-codamol  Eff.  (the  most  popular  dispensed  version  of  soluble  paracetamol  and  codeine) 

Paracodol  is  also  caffeine-free,  comes  in  capsules  or  soluble  tablets  with  high-quality  foil  packt 
and  has  great  visual  impact  to  encourage  purchase. 

So  next  time  your  customers  need  a  prescription-strength 
painkiller,  remember  that  Paracodol  will  give  them  that 
strength,  without  a  prescription. 
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ROCHE  NICHOLAS 

CONSUMER  HEALTHCARE 


Essential  Information 

Each  tablet/capsule  toniams:  Paracelamol  BP  500nig  and  Codeine  Phosphate  BP  8mg  Paracodol  tablets  contain  the  equivalent  of  1  5g  Sodium  Citrate  BP  For  the  treatmen 
including  muscular  and  rheumatic  pain,  toothache,  headache,  migrame.  neuralgia,  sore  throat,  period  pain  and  discomfort  associated  with  influenza,  feverishness  and  feveri! 
Dosage:  Dissolve  tablets  in  water  before  taking  Adults  I -2  tablets  or  capsules  If  necessary  the  dose  may  be  repeated  every  4-6  hours,  with  a  maximum  of  8  tablets  or  capsii 
hours  Children  6-12  years  1/2  -I  tablets  Not  more  than  4  doses  to  be  taken  in  24  hours  Tablets  are  not  recommended  for  children  under  6  years,  and  capsules  are  not  recoi 
for  children  under  12  years  Customers  requiring  tablets  who  are  on  a  reduced  sodium  diei  or  who  have  renal  or  hepatic  impairment  should  be  referred  to  their  doctor 
licence  holder:  Radiol  Chemicals  Ltd,  PL  033W0030.  PL  0339/0035,  PL  0339/0043  Pricing:  Soluble  Tablets  lO's  LI  29  30's  C3  19  60's  L4  75  Capsules  lO's  CI  19  30*s  1 

l  OR  FURTHER  INFORMATION,  CONTACT  ROCHE  NICHOLAS  CONSUMER  HEALTHCARE,  P  O  BOX  H,  WELWYN  GARDEN  CITY,  HERTS,  AL7  3AY,  OR  CALL  0707 
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Transparency  is  a  Common  Market  buzz  word.  Openness 
is  the  British  equivalent,  and  one  espoused  by  the 
present  Government.  Evidently  Marshall  Glyn,  retail 
director  of  the  Doncaster  Weldrick  pharmacy  group,  has 
taken  this  cause  very  much  to  heart  and  is  currently 
trialling  a  transparent  display  of  medicines  that  are 
restricted  to  sale  only  through  pharmacies  (p408). 

In  the  trial  of  the  Weldrick  P  medicine  display  system 
the  public  can  see  the  medicines,  which  are  carried  in 
traditional  wall-mounted  shelf  units,  but  cannot  touch 
them  —  a  Tin  high  Perspex  flap  prevents  this  unless  the 
pharmacist  inte»-venes  to  advise  and  sell  a  product.  The 
concealed  lock  will  then  be  released,  the  flap  lowered,  the 
P  medicine  removed,  and  the  unit  re-locked. 

Mr  Glyn  has  presented  his  device  to  the  Royal 
Pharmaceutical  Society  officers  through 
correspondence,  discourse,  and  a  site  visit.  Presumably, 
it  must  not  have  been  found  wanting  or  the  Law 
Department  would  have  been  "womanly  enough"  to 
advise  Mr  Glyn  that  his  superintendent  pharmacist 
might  be  called  before  the  beak!  Certainly,  if  the  locking 
mechanism  is  public-proof,  then  the  P  display  appears  to 
comply  with  the  Code  of  Ethicsf  Obligations  1.12)  :  "  A 
pharmacist  must  ensure  that  medicines  restricted  to  sale 
from  a  pharmacy  are  not  accessible  to  the  public  for  self 
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selection  or  self  service."  However,  it  also  states  that: 
"General  Sale  List  medicines  must  be  displayed  in  such  a 
way  as  to  reduce  to  an  absolute  minimum  the  possibility 
that  the  sale  is  effected  other  than  by  a  pharmacist  or 
suitably  trained  person." 

Pharmacists  are  the  new  gatekeepers  in  the 
healthcare  chain,  particularly  since  the  Government  is 
expecting  tailor-made  local  services  to  be  available  for 
local  purchase  and  supply  from  1995.  It  is  therefore  of 
paramount  importance  that  pharmacists  exercise  —  and 
are  seen  to  exercise  —  all  legal  obligations  under  the 
Medicines  Act,  and  all  their  professional  obligations 
under  the  Code  of  Ethics.  Weldricks"  attempt  to  promote 
patient  choice  through  transparent  P  display  could  beg 
the  question  in  the  minds  of  Government. 

Pharmacists  are  the  right  professionals  to  be  selling 
and  advising  on  all  medicine  sales.  They  do  not  have  the 
monopoly  of  selling  GSL  and  other  non-licensed 
supplements  and  foods;  they  will  not  want  to  throw  out 
the  P  baby  by  default.  While  the  professionalism  of 
Weldrick  and  the  soundness  of  the  P  display  design 
should  be  beyond  reproach,  it  is  only  the  pharmacist  in 
front  of  the  counter  in  every  pharmacy  who  can  convince 
the  public,  professional  peers,  and  the  Government  of 
the  probity  of  the  scheme  and  its  benefits  for  patients. 
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P  medicines  on  trial 
display  in  Doncaster 


Wei  r 


A  Doncaster  pharmacy  is 
conducting  a  six-month  trial 
displaying  P  medicines  in  full 
view  of  the  public. 

The  trial,  at  Weldrick 
Pharmacy  in  Printing  Office 
Street,  uses  Perspex  display  units 
to  allow  the  public  to  view  the  P 
medicines  without  having  open 
access  to  them.  Notices  on  the 
units  remind  the  customers  that 
the  products  can  only  be  sold 
when  the  pharmacist  is  present. 

Marshall  Glyn,  retail  director 
of  the  chain  which  has  over  20 
stores,  says  the  exercise  aims 
to  promote  requests  for  advice 
on  P  medicines  and  to  make  the 
public  more  aware  of  these 
products. 

"Pharmacy  has  two  unique 
selling  points,  the  pharmacist 
and  P  medicines,"  he  told  C&D. 
"This  is  a  way  of  promoting  both 
of  these  and  of  giving  good  advice 
to  the  patient." 

To  avoid  the  legal  implications 


I  hf  interior  ol  the  newly  opened 
pharmacy  showing  the  five  unit 
shelf  run  of  P  medicines  in  the 
corner.  Note  the  floor-sited  and 
above-unit  "Pharmacy  only 
medicine"  signs.  Each  shelf  edge 
on  every  unit  carries  one  of  these 
noticis:  "Pharmacy  only 
medicine",  "These  medicines  may 
only  be  s  is'  under  the  supervision 
of  a  phar.ii    ist"  or  "Please  ask  the 
pharmacisi      ssistant  for  advice" 

of  open  display  Ol  i'  medicines,  Mr 
Glyn  has  developer,  a  P  medicine 
"shelf-secure",  whicli  he  des- 
cribes as  a  tray  with  .  Perspex 
frontage.  Stock  can  be  pui  '>f-hind 
the  Perspex  and  staff  have  access 
to  this  via  an  opening  device. 

Because  this  mechanism  is  not 
easily  recognisable,  customers 
will  not  be  able  to  open  the  unit 
themselves,  he  says. 

The  shelves  have  already  been 
in  place  for  a  week  in  the 
pharmacy.  During  the  six  months 
of  the  trial,  the  company  will 
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A  close  up  of  the  hinged  Perspe.v  shelf  shield  for  the  P  medicine  unit  in  its 
open  position.  The  unlocking  mechanism  is  hidden  and  complex  and 
should  only  be  able  to  be  opened  by  the  pharmacist 


monitor  the  level  of  P  medicine 
.sales. 

At  the  end  of  this  period,  a 
customer  survey  will  be  used  to 
find  out  if  being  able  to  view 
medicines  at  close  range  has  al- 


tered the  public's  attitude  to  the 
pharmacy,  to  P  medicines,  and 
whether  they  are  more  likely  to 
ask  for  advice. 

If  the  trial  proves  successful, 
the  scheme  is  likely  to  be  exten- 


Weldrick's  newly  relocated  and 
fitted  out  pharmacy  in  Printing  ' 
Office  Street,  Doncaster  j 

ded  to  other  stores  in  the  Welj 
drick  group.  ] 

Ruth  Rogers,  head  of  th(j 
P^thics  Division  at  the  Roya: 
Pharmaceutical  Society's  Lav' 
Department,  said  that  the  prin, 
ciple  of  displaying  P  medicine: 
had  been  put  to  Council  who  savi 
no  reason  to  object,  provided  thi 
customer  was  not  able  to  selfj 
serve  and  the  pharmacist  was  in ;[ 
position  to  supervise  all  purchases 

It  was  up  to  the  individual 
pharmacist  to  ensure  his  or  he; 
particular  system  complied  witl| 
these  requirements,  she  said. 

The  scheme  has  gone  aheaij 
without  involvement  from  thi 
National  Pharmaceutical  Assoj 
elation,  the  Proprietary  Associ| 
ation  of  Great  Britain  or  manu; 
facturers,  with  the  exception  cj 
Warner-Lambert  who  have  proj. 
vided  planograms. 


Horn-honking  pharmacist  alerts  clients 


Pharmacist  Anant  Pandya,  of 
Chipstead  Pharmacy,  Coulsden, 
Surrey,  uses  an  airhorn  to  warn 
customers  of  approaching  tow- 
trucks  after  a  number  of  his 
customers  had  vehicles  removed 
while  shopping. 

Mr  Pandya  claims  that  Croy- 
don Council's  tough  stance  on 
parking  is  "driving  trade  into 
nearby  Croydon  and  destroying 
the  local  community". 

Mr  Pandya's  pharmacy  is  in  a 


small  parade  of  shops  in  Coulsden, 
but  the  Council  does  not  allow 
parking  on  either  side  of  the  road. 
Any  parked  car  is  towed  away  to 
the  police  pound,  where  the  owner 
has  to  pay  £105  to  have  the  ve- 
hicle released. 

A  recent  customer  of  Mr 
Pandya's  was  in  the  shop  for  no 
more  than  three  minutes  before 
her  car  was  removed. 

Mr  Pandya  told  C&D:  "We  want 
traffic  to  flow  freely  but  we  need 


people  to  be  able  to  park.  We  wii 
continue  to  use  airhorns.  W: 
need  them  to  safeguard  our  liveli| 
hood." 

In  an  attempt  to  alert  cusi 
tomers,  he  has  a  sign  in  th| 
window  warning  that  this  is  j 
tow-away  zone.  In  Croydon  itselj 
the  Council  has  placed  simila! 
signs  in  danger  areas.  The 
intend  to  make  one  side  of  thi 
road  a  pay-and-display  area  earii 
next  year. 
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amiiy  health  services  aulh- 
on'ties  are  planning  schemes  to 
improve  repeat  prescribing, 
including  the  introduction  of 
a  patient-held  medication  book- 
let. 

The  moves  follow  the  publica- 
tion of  the  National  Audit  Uffice 
report  {C&D  August  14,  p245), 
which  said  that  effective  repeat 
prescribing  could  reduce  drug 
wastage. 

Camden  and  Islington  MISA 
hope  to  issue  a  repeat  prescribing 
package  within  the  next  month 
which  will  take  the  form  of  a 
patient-held  medication  booklet. 
This  is  filled  in  by  both  the  GP  and 
pharmacist.  Additional  medical 
summary  sheets  are  included 
which  will  be  held  at  the  CP's 
surgeiy. 

Fhe  CP  will  provide  prescrip- 
ition  details  while  the  pharmacist 
will  add  a  copy  of  the  medication 
label  which  also  gives  the  date  of 
dispensing. 

Pharmaceutical  advisor  for  the 
FHSA,  Cher\'l  Shine,  said  the 
booklet  will  help  pharmacists  by 
outlining  the  medical  histoiy  of 
patients  they  do  not  see  regularly. 

The  local  medical  and  pharma- 
ceutical   committees    are  to 
comment  on  the  suitability  of  the 
booklets. 
Leeds  FHSA  are  holding  a 


FHSAs  tackle  problems  of  repeat  scripts 


one-day  workshop  on  repeat 
prescribing  at  the  end  of  this 
month  with  input  Irom  CPs, 
practice  managers,  pharmacists 
and  I'rofessor  Conrad  Marris  of 
the  prescription  research  unit  a( 
Leeds  Universitv. 


It  is  hoped  that  this  will 
produce  several  model  protocols 
for  repeat  prescriptions  for  use  in 
large,  small  and  computerised 
practices.  These  protocols  will 
then  be  issued  to  over  400  CPs  in 
the  Leeds  area. 


Kent  FHSA  turns  down 
Boots  contract  in  Sainsbury 


Kent  Family  Health  Services 
Authority  has  turned  down  an 
NHS  contract  application  for  a 
Boots  store  already  open  inside  a 
Sainbury  superstore. 

The  application,  for  the  store  in 
Otford  near  Sevenoaks,  provoked 
a  storm  of  protest  earlier  this 
year,  culminating  in  a  public 
meeting  on  .luly  21 . 

At  a  meeting  of  the  FHSA  on 
September  2,  the  application  was 
refused  on  the  grounds  that  it  was 
neither  necessary  nor  desirable.  A 
spokeswoman  for  the  FHSA  said 
that  Boots  had  until  October  4  to 
decide  whether  or  not  to  appeal. 

Roy  Thomas,  who  owns  a 
pharmacy  in  St  John's  Hill, 
Sevenoaks,  welcomed  news  of  the 
FHSA's  decision,  but  said  that  he 
was  not  surprised  the  application 
had  been  rejected.  The  opposition, 
he  said,  had  been  virtually  total. 


'T  find  it  amazing  that  they  had 
the  affrontery  to  go  through  with 
the  application,"  he  told  C&D. 
"The  whole  thing  seems  incom- 
prehensible." 

The  application  was  also  op- 
posed by  local  MP  Mark  Wolfson. 
In  a  letter  to  the  Fl  ISA,  he  praised 
the  "excellent  and  individual 
serx'ice"  given  by  small  pharmacies 
in  the  area. 

"I  do  not  regard  the  objections 
put  forward  by  the  pharmacists 
themselves  as  special  pleading," 
he  said.  "They  know  their  cus- 
tomers, they  know  their  markets 
and  they  know  the  risks  and 
viability  of  their  own  businesses. 
They  should  be  listened  to." 

A  spokesman  for  Boots  .said  the 
company  was  disappointed  that 
the  application  had  been 
unsuccessful  and  they  were 
considering  an  appeal. 


PSNC  sets  date  for  LPC 
conference  on  pay 


A  conference  of  local  pharma 
ceutical  committees,  to  discuss 
the  revised  remuneration  offer 
from  the  Department  of  Health, 
has  been  scheduled  to  take  place 
on  October  24. 

At  a  meeting  of  the  Pharma- 
ceutical Sen'ices  Negotiating 
Committee  on  September  1,  the 
Committee  drew  up  the  following 
timetable  for  discussion  of  the 
pay  offer: 

•  September  23:  plenai-y  meet- 
ing 

•  September  30:  special  meeting 
of  PSNC  to  confirm  final  position 
for  reference  to  conference 

•  Week  commencing  October  4: 
a  letter  will  be  sent  to  all  LPCs 
setting  out  the  position  reached 
and  PSNC's  recommendations 

•  October  24:  conference. 
PSNC  are  recommending  that 

LPCs  make  arrangements  to  hold 
meetings  during  the  period 
October  7-22,  by  which  time  they 
will  have  received  all  the  relevant 
details  from  PSNC. 

Further  information  and  a 
registration  form  for  the 
conference  will  be  sent  to  LPCs 
in  the  next  few  weeks.  Rep- 
resentation at  the  conference  will 
depend  on  the  number  of  con- 
tractors in  each  LPC  on  the 
following  basis: 


•  up  to  100  contractors,  two 
representatives 

•  101-200,  three  representatives 

•  201-300,  four  representatives 

•  more  than  ,301  contractors,  five 
representatives. 

Continuing  their  opposition  to 
the  offer,  the  Pharmacy  Support 
Croup  will  be  targeting  the 
national  Press  with  a  release 
timed  to  coincide  with  Chemex 
(September  12-13). 

The  release  will  warn  that 
unless  "urgent  and  drastic" 
action     is     taken,  "financial 


strangulation  will  prove  to  be 
fatal  for  pharmacist  proprietors" 
and  this  be  will  be  against  the 
public  interest. 

The  PSC  dinner,  to  be  held  on 
the  Saturday  night  before 
Chemex,  will  be  addressed  by 
Giles  Dadd  from  Plimsoll  Pub- 
lishing, the  company  whose 
recent  report  warned  of  the 
dangers  faced  by  many  small 
pharmacies. 

•  For  details,  contact  Atul 
Kantaria  on  071-722  5221  or 
Kamlesh  Rajani  on  071-724  7576. 


Scottish 
pricing  moves 
to  electronic 
system 

Scottish  pharmacists  may  soon 
be  sending  their  prescription  data 
electronically  from  their  phar- 
macies to  the  pricing  bureaux. 

The  Pharmacy  Practice  Div- 
ision has  reviewed  the  current 
paper-based  system  and  proposed 
that  new  arrangements  using 
electronic  data  capture  and 
transmission  techniques  bf 
implemented. 

Project  manager  David  Corliss 
told  C&D:  "There  will  be  a 
number  of  benefits  to  pharmacies, 
including  a  better  audit  service 
on  pharmacy  processing  and 
faster  inf{)rmation  about  the 
health  service." 

Pharmacists  will  no  longer 
need  to  sort  pre.scriptions  into 
bundles  as  they  do  at  present,  and 
there  is  the  possibility  that 
contractors  may  be  paid  earlier. 

Pharmacists  will  shortly 
receive  questionnaires  about 
what  computer  equipment  they 
use,  but  the  system  is  not  ex- 
pected to  be  operational  until 
1995.  It  is  hoped  that  a  generic 
program  will  be  developed  which 
is  suitable  for  all  existing 
systems. 

Payment  for  the  cost  of  any 
alterations  to  equipment  have  yet 
to  be  discussed. 

The  project  board  includes  two 
members  of  the  Scottish  Phar- 
maceutical General  Council, 
along  with  representatives  from 
the  Scottish  Office  and  the  div- 
isional general  manager  of  the 
PPD,  Lyndon  Braddick. 
•  The  SPGC  are  making  rep- 
resentations to  the  Scottish 
Office  to  minimise  contractors' 
losses  should  drug  prices  fall  after 
the  Association  of  the  British 
Pharmaceutical  Industry  accep- 
ted the  Pharmaceutical  Price 
Regulation  Scheme. 

Contractors  are  advised  to 
monitor  any  price  changes  re- 
ported during  September  and 
October  1  as  these  will  be  used  to 
price  October  prescriptions. 


Labour  to  debate  call  for  script 
tax  and  charges  to  go 


Renewed  calls  for  the  abolition  of 
prescription  and  other  charges 
are  to  be  made  by  constituency 
parties  and  unions  representing 
health  service  workers  at  the 
Labour  Party  conference. 

Resolutions  submitted  for 
debate  by  the  conference,  which 
opens  at  Brighton  on  September 
27,  also  reflect  anxiety  among  the 
Party's  rank  and  file  over  in- 
dications that  the  leadership  is 
prepared  to  accept  some  of  the 
market-oriented    reforms  in- 


troduced bv  the  Government  in 
1991. 

All-out  opposition  to  the 
commercialisation  of  the  NHS  is 
expressed  in  the  resolution  bv 
COHSE,  now  part  of  UNISON,  l"t 
claimed  that  the  introduction  of 
fundholding  for  CPs  has  increas- 
ed "the  health  divide,  helping 
create  a  t\vo-tier  system,  and  has 
fragmented  local  services". 

The  resolution  calls  for  a 
restructuring  of  the  adminis- 
tration of  primary  care  to  involve 
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family  health  services  auth- 
orities, trade  unions  representing 
primar\'  healthcare  workers,  CPs 
and  other  key  people  in  helping  to 
plan  healthcare  delivery. 

•  The  dangers  of  the  toxic  shock 
syndrome  are  stressed  in  res- 
olutions submitted  by  the  Denton 
and  Reddish  constituency  party 
and  by  the  Bakers  Food  and  Allied 
Workers  LInion. 

•  The  introduction  of  a  zero  rate 
of  VAT  for  all  sanitan'  protection 
products  is  also  demanded. 
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NCC  calls  for  public  input 
into  drug  licensing 


The  system  for  controlling 
medicines  suffers  from  un- 
necessan'  secrecy,  lack  of 
accountability  to  patients  and 
contains  many  potentially  serious 
conflicts  of  interest,  says  a  report 
by  the  National  Consumer  Council. 

The  report  also  calls  for  the 
role  of  dispensing  pharmacists  to 
be  expanded  to  include  a  greater 
role  in  informing  consumers 
about  the  drugs  they  are  pres- 
cribed. Pharmacists  should  be 
included  in  the  monitoring  of 
adverse  drug  reactions,  they  say. 

The  report,  Balancing  Acts: 
Conflicts  of  Interest  in  the 
Regulation  of  Medicine,  claims 
that  the  present  system  for 
regulating  drugs  in  the  UK  denies 
patients  an  effective  voice  in  the 
control  of  the  medicines  they  are 
prescribed. 

The  NCC  calls  on  the  Gov- 
ernment to  sweep  away  secrecy  in 
drug  regulation  and  open  up  the 
system  to  proper  public  scrutiny. 
They  also  want  tougher  reg- 
ulations to  control  how  drug 
companies  market  new  medicines 
to  doctors  and  pharmacists. 

The  NCC  claims  that  the  po- 
tential for  conflicts  of  interest 
is  a  recurring  theme  in  the 
regulation  of  medicines. 

The  report  points  out  that  the 
Medicines  Control  Agency  is 
funded  through  licence  fees 
received  from  the  drugs  industiy 
and  says  that,  in  1992,  two-thirds 
of  the  members  of  the  Medicines 
Commission  and  over  half  the 
members  of  the  Committee  on 
Safety  of  Medicines  had  personal 
financial  links  to  pharmaceutical 
companies. 

The  report  recommends  that 
consumer  representatives  should 
be  appointed  to  all  the  various 
committees  to  balance  any 
industry  or  scientific  bias. 

Commenting  on  the  report, 
NCC  chairman  Lady  Wilcox  said 
that  without  a  strong  consumer 
voice  to  provide  a  balance,  there 


was  a  danger  that  the  best  in- 
terests of  patients  could  be 
marginalised. 

"Even  with  the  best  will  in  the 
world  and  the  best  professional 
ethics  possible,  the  current 
secretive  medicine  control 
system  cannot  be  acceptable," 
she  said.  "The  Government,  the 
Medicines  Commission  and  the 
MCA  are  all  too  distant  from  the 
ordinary'  people  they  are  there  to 
protect." 

The  National  Pharmaceutical 
Association's  Colette  McCreedy 
said  she  was  encouraged  by  the 
NCC's  positive  attitude  towards 
community  pharmacy. 

The  NPA  endorsed  the  recom- 
mendations to  expand  the  phar- 
macists' role  in  providing  drug 
information  to  their  customers  as 
well  as  involving  them  in  moni- 


toring adverse  drug  reactions. 

The  Association  of  the  British 
Pharmaceutical  Industry  wel- 
comed some  of  the  points  raised 
by  the  report,  and  .said  that  the 
involvement  of  the  consumer  in 
medicine  licensing  was  some- 
thing the  Association  had  offered 
to  explore  further. 

The  pharmaceutical  industry 
had  adopted  a  policy  of  providing 
as  much  helpful  information 
about  medicines  for  patients  as 
possible,  the  ABPI  said.  To 
further  the  availability  of  such 
information,  it  plans  to  publish 
its  own  compendium  of  patient 
information  leaflets. 
•  Balancing  Acts:  Conflicts  of 
Interests  in  the  Regulation  of 
Medicine  (£3.50)  from  National 
Consumer  Council,  20  Grosvenor 
Gardens,  London  SWIW  ODH. 


WHO  says  pharmacist  'a  vital 
member  of  health  team' 


Highly-trained  pharmacists  are 
vital  to  efficient  drug  pro- 
curement, distribution  and 
supply,  according  to  the  World 
Health  Organisation. 

Speaking  before  the  start  of  a 
global  meeting  in  Tokyo,  Agathe 
Wehrii,  secretary  of  the  meeting 
and  Chief  of  Drug  Regulatory 
Support  at  WHO  headquarters  in 
Geneva,  sang  the  praises  of  the 
pharmacy  profession. 

"Effective  medicine  can  be 
practised  only  where  there  is 
efficient  drug  management,"  she 
.said.  "Only  when  the  pharmacist 
has  been  accepted  as  a  vital 
member  of  the  healthcare  team 
can  the  necessary  supporting 
services  be  organised  with  the 
professionalism  they  demand." 

Currently,  this  was  far  from 
the  case,  she  said,  particularly  in 
developing  countries  where  the 
few  pharmacists  available  were 
often  denied  the  responsibilities 


f(jr  which  they  had  been  trained. 

In  the  absence  of  pharmacies 
there  is  an  obvious  need  for 
doctors  to  dispense  medicines  as 
well  as  prescribe  them,  but  this 
could  lead  to  a  conflict  of  intere.sts 
between  these  two  functions,  Ms 
Wehrii  continued. 

"Patients'  interests  are  better 
safeguarded  when  the  doctor  and 
the  pharmacist  carry  out  the 
functions  they  were  specifically 
trained  for.  The  separation  of 
prescribing  and  dispensing  is  a 
global  problem." 

The  meeting  brought  together 
experts  in  pharmacy  and  public 
health  from  20  countries  to  look 
at  how  the  pharmacist's  skills 
could  lead  to  improved  patient 
care  and  the  better  use  of  health 
resources. 


Kensington 

FHSA 
upsets  local 
contractors 

Kensington  Family  Health  Ser- 
vices Authority  has  angered  local 
pharmacists  by  granting  an  NHS 
contract  to  open  a  pharmacy  in  a 
recently  established  health  centre 
to  an  out-of-area  contractor. 

The  contract,  which  is  likely  to 
be  appealed  against,  has  been 
awarded  to  Mr  Riazali  Esmail  of 
the  Fairview  Pharmacy,  295 
Burnt  Oak  Broadway,  Edgeware. 

He  was  one  of  11  applicants 
interviewed  by  the  FHSA  follow- 
ing an  advert  in  the  pharmaceuti- 
cal Press  in  June  {C6il)}une  26). 

The  South  Westminster  Centre 
for  Health  is  located  in  Vincent 
Square,  and  is  a  unique  venture 
which  will  eventually  house  two 
general  practices,  hospital  con- 
sultants, nurse  practitioners  and 
dentists. 

There  are  some  20  pharmacies 
within  1km  of  the  site,  according 
to  Geoff  Noden,  secretary  to  the 
London  Group  of  LPCs.  He  ques- 
tions whether  there  is  a  need  for 
yet  another  pharmacy  in  an  inner 
city  area  where  most  pharmacies 
will  not  qualify  for  the  proposed 
professional  allowance. 

He  is  also  critical  of  the  FHSA's 
lack  of  consultation  with  the  LPC. 
The  first  they  heard  of  the  FHSA's 
intentions  was  when  the  advert 
appeared. 

Mr  G.V.  Hirani,  who  owns 
three  pharmacies  in  the  vicinity 
of  the  health  centre,  was  one  of 
those  shortlisted  to  take  the  lease 
on  the  lOOsq  ft  room  in  St 
George's  House.  He  proposed  to 
relocate  his  nearest  pharmacy 
into  the  building. 

Mr  Esmail  says  what  attracted 
him  to  the  site  was  the  ability  to 
provide  a  professional  service 
from  under  the  same  roof  as 
other  primary  care  practitioners 
and  to  get  involved  in  audit. 


Scottish  shortages 

Contractors  in  Scotland  are 
being  advised  of  the  following 
shortages.  Endorsements  will 
be  accepted  on  prescriptions 
dispensed  during  August  for 
Labetalol  200mg  and  the 
notified  endorsements  for 
Kablglobulin  2ml  and 
Gammabulin  2ml  and  5ml  vials 
will  continue  for  September. 
The  Pharmacy  Practice  Division 
Will  accept  endorsements  on 
procycijdine  5mg  up  to  the  end 
of  Augtist.  Thereafter  the 
facility  is  withdrawn. 

On  r€dyr«dancy 

The  recent  article  on 
redundancy  by  Annabel  Kaye 
{C&D  August  28)  stated  that 


there  was  no  mobility  clause 
in  NPA  employment  contracts 
of  employment.  This  is  not  the 
case  as  far  as  managers  are 
concerned.  The  NPA  manager's 
contract  of  employment  does 
have  a  mobility  clause. 

Regions  halved 

A  further  shake-up  in  the  NHS 
could  see  the  number  of 
regional  health  authorities 
reduced  from  14  to  six  or 
eight,  according  to  an  article  in 
The  Independent  newspaper 
(September  7).  Other  plans  are 
thought  to  include  merging 
district  health  authorities  with 
family  health  services 
authorities  and  creating  more 
fundholding  GPs. 


Zovirax  POM  price  to  fall 


Wellcome  are  likely  to  reduce  the 
price  of  Zovirax  cream  2g  (POM) 
following  the  October  1  Pharma- 
ceutical Price  Regulation  Scheme 
2.5  per  cent  reduction  across  the 
industry,  and  say  this  should  wipe 
out  the  P  pack  price  differences. 

Currently,  the  retail  price  of 
Zovirax  Cold  Sore  Cream  is  less 
than  the  cost  price  of  a  2g  pack  of 
Zovirax  Cream  (POM),  an  i.ssue 
raised  by  Xrayser  {C&D  }une  26, 
p]158).' 

Sales  and  marketing  director 
at  The  Wellcome  Foundation,  Bill 
Collier,  agreed  that  the  price 
difference  could  tempt  some 
pharmacists  to  substitute  the 
OTC  pack  for  the  POM  pack. 

Speaking  at  the  pre.ss  launch  of 
Zovirax  Cold  Sore  Cream,  Mr 
Collier  justified  the  lower  than 


usual  company  margins  on  the 
product  by  predicting  a  large 
volume  of  sales. 

"Nine  million  people  who 
suffer  cold  sores  do  not  purchase 
any  product  from  a  pharmacy," 
he  said.  "We  expect  that  our 
advertising  campaign  will  drive 
large  numbers  of  sufferers  into 
the  pharmacy  for  Zovirax." 

Tim  Astill,  director  of  the 
National  Pharmaceutical  A.sso- 
ciation,  argued  that  the  margins 
should  reflect  the  professional 
input  of  the  pharmacist.  He  told 
C&D  that  the  NPA  had  expressed 
their  di,s,satisfaction  to  Wellcome 
who  had  "listened  courteously". 
•  Since  the  introduction  of 
Zovirax  Cold  Sore  Cream,  Well- 
come have  seen  sales  into  retail 
pharmacies  top£l  milllion. 
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NPA  warn  of 
'cowboy' 
film  crews 

The  National  Pharmaceutical 
Association  are  warnin^^  London 
pharmacists  to  be  on  their  f'uard 
following  reports  of  a  hof*us  film 
production  company  visitinj« 
premises. 

The  NFA  Supplement  (Sep- 
tember 199:5)  says  the  company, 
claiming  to  be  working  for  Carl- 
ton TV,  is  contacting  pharmacies 
with  the  ploy  that  they  are 
searching  for  suitable  locations 
for  filming  purposes. 

A  re.searcher  visits  the  store 
and,  after  an  elaborate  checking 
procedure,  tries  to  persuade  the 
pharmacist  or  manager  to  pay  up 
to  £500  to  have  their  shop  appear 
on  a  register  of  film  location  sites. 

If  a  pharmacist  is  approached, 
the  NPA  advises  contacting  their 
own  Press  office  at  Mallmson 
House. 

CPP  launches 
audit  guide 

The  College  of  Piiarmacy  Practice 
has  published  a  guide  to 
introducing  audit,  the  first  in  a 
series  which  seeks  to  provide 
basic  information  about  new  or 
little  understood  concepts  in 
pharmacy  practice. 

Introducing  Audit  outlines 
what  audit  is  and  what  it  is  not, 
and  also  describes  the  necessary 
steps  when  undertaking  an  audit 
project.  It  also  gives  an  indication 
of  the  outcomes  which  should 
result  from  the  satisfactory  com- 
pletion of  an  audit  exercise. 

The  guide  is  available  from  the 
College  priced  ct4.50  plus  50p  for 
postage  and  packaging.  Cheques 
should  be  made  payable  to  the 
College  of  Pharmacy  Practice. 
For  further  details  call  .Mil  Ross 
on  0203  692400. 


FHSAs  work 
together  on 
dental  survey 

Two  family  health  sen'ices 
authorities  have  collaborated  on 
a  survey  to  determine  patients' 
opinions  on  dental  sen'ices. 

South  Glamorgan  and  West 
Su.ssex  FHSAs  held  the  joint 
simultaneous  survey  among  800 
patients  from  40  dental  practices 
in  each  area  earlier  this  Summer. 

The  results  showed  that  more 
than  nine  out  of  ten  patients 
found  a  visit  to  the  dentist  a 
pleasant  experience,  and  over  90 
per  cent  felt  they  had  received 
reasonable  value  for  money. 

Areas  of  concern  included 
rising  charges,  the  future  of  NHS 
dentistry  and  precautions  to 
prevent  the  spread  of  infection. 
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Recall  was 

worryingly 

slow 

I  recently  received  a  Class  I 
recall  (action  now  including 
out  of  hours)  from  my  local 
family  health  services  authority 
by  a  copy  of  the  letter  they  had 
themselves  received  from  the 
Medicines  Control  Agency.  The 
recall  was  for  a  batch  of 
Ventodisks  which  could  have 
contained  empty  disks,  thus 
depriving  the  patient  of 
medication  (C\C/>  September  4, 
p365). 

Definitely  very  urgent  but 
the  time  sequences  are 
interesting.  The  recall  occurred 
over  the  August  Bank  Holiday 
and  was  initiated  by  the  MCA 
in  a  letter  to  FHSAs  dated 
August  27  (Friday).  I  received  a 
copy  of  this  letter  from  the 
FHSA  on  September  2 
(Thursday)  and  in  the  same 
post  a  confirmaton'  letter  from 
Glaxo  dated  August  28 
(Saturday). 

Assuming  Glaxo  were  aware 
of  the  problem  before  the  MCA 
letter,  this  was  a  delay  — 
before  I  received  official 
notification  —  of  one  week. 
Certainly  the  August  Bank 
Holiday  weekend  caused  some 
problems  but  this  delay  for 
a  Class  I  recall  is  far  too 
long. 

This  saga  is  extremely 
worrying  but,  fortunately  for 
my  patients,  academic  since  I 
was  aware  of  the  problem  on 
August  31  (Tuesday)  via  a 
computer  transmission  and 
post-script  on  all  invoices 
received  from  my  main 
wholesaler. 


Good  for  the  patient  and 
congratulations  to  the 
wholesaler  for  their  rapid 
response,  but  egg  on  their 
faces  for  all  those  official 
channels.  The  communication 
chain  from  manufacturer  to 
the  MCA  to  FHSAs  and 
eventually  to  the  community 
pliarmacist  is  obviously  far  loo 
long  lor  emergency  recalls  to 
bf  meaningtul  and  must  be 
urgently  reviewed. 

Losing  my 
respect 

Many  years  ago  I  griidgingiy 
accepted  that,  despite  my 
commercial  opposition  to 
Boots,  they  often  set  the 
standards  of  practice  which  the 
rest  of  the  profession  then 
followed. 

Today  that  might  still  be 
true  of  their  individual 
pharmacists  but  is  not  reflected 
managerially.  Any  respect  I 
may  have  had  has  been 
superceded  by  the  fear  that 
professional  enlightenment  is 
being  compromised  by  their 
drive  for  commercial 
dominance. 

As  a  public  company.  Boots 
have  adopted  an  aggressive 
attitude  to  retail  trading  which 
IS  solely  guided  by  the  financial 
responsibility  they  have  to 
their  shareholders.  The  fact 
that  they  trade  within  the 
professional  sphere  of 
pharmacy  now  appears  to  be  of 
secondary  importance. 

This  change  has  been 
necessitated  not  only  by  their 
having  to  actively  compete  in 
the  retail  market,  but  also  from 
the  realisation  that  their 
freedom  as  a  commercial 
organisation  to  operate,  how 
and  where  they  wished,  no 
longer  extends  to  the  operating 
of  dispensing  services 
within  the  National  Health 
Service. 

The  company  has  reacted 
with  predictable  ferocity,  and 
the  sagas  in  Coleshill, 
Ferndown  and  now 
(^kehampton  are  merely  the 
latest  in  a  series  of  initiatives 
designed  to  increase  their 
market  share. 

Boots  do,  however,  still  have 
professional  responsibilities.  In 


Coleshill  particularly,  they  are 
playing  a  dangerous  game  by 
agreeing  to  be  subcontractors 
for  a  group  of  dispensing 
doctors  waiting,  I  presume,  for 
a  relaxation  in  contract  control 
in  order  to  gain  all  the 
dispensing  iVom  this  practice 
and  close  down  the  recently 
opened  competing  pharmacy. 

Under  Principle  Six  of  the 
Code  of  Fthics  of  the  Royal 
Pharmaceutical  Society,  "a 
pliarmacist  must  neither  agree 
lo  practise  under  any 
conditions  which  compromise 
professional  independence  or 
jLidgment  nor  impose  such 
conditions  on  other 
pharmacists". 

1  cannot  see  how  any 
pharmacists  could  subcontract 
their  services  to  a  dispensing 
doctor  who,  therefore,  would 
be  taking  legal  responsibility 
and  not  contravene  this 
principle. 

As  well  as  this  instance, 
there  have  been  many  recent 
cases  of  Boots  activities 
".sailing  close  to  the  wind"  and 
in  so  doing  they  are 
increasingly  in  danger  of 
damaging  the  interests  of  the 
profe.ssion. 

It  cannot  he  in  the 
long-term  interests  of  the 
profession  for  its  independence 
to  be  compromised  by  the 
hnancial  ambitions  of  the  lay 
shareholders  of  public 
companies. 

Although  Boots  might  well 
argue  that  any  objections 
would  be  a  restraint  of  trade,  I 
consider  the  time  has  come  for 
the  Society  to  investigate  these 
apparent  transgressions  and 
re-establish  their  ethical 
authority  by  referral,  if 
necessary,  to  the  Ethics 
Committee. 

Shoot-out 
at  Chemex 

llealthilife  made  me  smile  with 
their  "Heap  big  giveaway" 
caption  advertising  their 
Chemex  promotion  for  evening 
primrose  oil  (CcCD  Chemex 
insert  September  4). 

I  don't  know  if  their 
translation  from  the  original 
Ojibwe  Indian  language  is 
semantically  correct  but,  come 
this  weekend,  I  will  certainly 
be  heading  for  stand  K32,  six- 
shooter  at  the  ready. 

But  forget  the  free  unit  of 
evening  primrose  oil.  If  I  hit 
the  cowboy,  do  I  win  the 
Indian? 


Topical 
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Occlusal  is  a  new 
wart  treatment 


Occlusal  is  a  new  treatment  fur 
common  and  plantar  warts.  It 
contains  a  high  concentration  of 
salicylic  acid  (26  per  cent)  in  a 
new  polyacrylic  vehicle  developed 
by  Euroderma  Ltd. 

Following  application  of 
Occlusal  to  the  wart,  the  vehicle 
dries  rapidly  to  form  a  durable 
occlusive  layer.  Penetration  ol 
the  salicylic  acid  is  increased  and 
there  is  no  need  for  bandages  or 
plasters. 

The  viscous  nature  of  the 
liquid  allows  accurate  application 
to  the  wart,  using  the  applicator 
brush  provided.  Occlusal  dries 
quickly,  and  so  contamination  of 
the  surrounding  skin  can  be 
minimised  and  irritation  re- 
duced. 

Occlusal,  a  P  product,  has  a 
basic  NHS  price  of  £2.41  (lOmi) 
and  a  retail  price  of  £4.25. 


It  was  the  most  widely 
prescribed  wart  treatment  in  the 
US  in  1992  and  Euroderma  hope 
the  product  will  have  similar 
success  in  the  UK.  Euroderma 
Ltd.  Tel:  081-974  2266. 


Nuvelle  indications 

Nuvelle  is  now  licensed  as  a 
hormone  replacement  for  the 
prevention  of  postmenopausal 
osteoporosis  as  well  as  treatment 
of  the  climacteric  syndrome. 
Schering  Health  Care  Ltd.  Tel: 
0444  232323. 

Eminase  recall 

Smithkline  Beecham  are  recalling 
the  following  batches  of  Eminase 
(anistreplase)  vials  and  Eminase  IV 
injection  packs:  batch  numbers 
195316  and  195449.  This  is  due 
to  the  inijoduction  of  European 
regulatoiy  requirements  in 
January  1.  1993.  Although  the 
products  have  been  manufactured 
in  accordance  with  the  product 
licence,  more  sensitive  and  specific 
assays  have  been  employed 
retrospectively.  Any  stock  should 
be  returned  in  a  parcel  marked 
"Batch  recall"  to:  Return  Goods 
In^vards,  Smithkline  Beecham 
PharmKceuticals,  Ridgeway. 
Welv.-v;-  Garden  City. 
Hertfoi  i..hire  ALT  2DD.  Tel: 
081-91:-; 

Chickerspox  pack 

The  Wellcome  Foriidation  are 
extending  the  Zovir.ix  raiige  with  a 
presentation  for  the  tiejin-ent  of 
chickenpox.  Each  5ml  of  Zovirax 
Chickenpox  Treatment  (SOinl 
<':6.]4)  contains  400mg  acycioxir. 
Thf  Wellcome  Foundation  Ltd. 
Tei;0270  383151. 

Evore!  booklet 

All  new  p.i, ;    of  Evorel  patches 
will  now  incld'Je  a  17-page  patient 
information  hooklet.  The  user 


friendly  booklet  is  set  out  in  a 
question  and  answer  style,  and 
includes  a  diary  table  and  step-by- 
step  diagrams  to  illustrate  when 
and  bow  the  patch  should  be 
applied.  Copies  can  be  obtained 
from:  Ortho  Division  of  Cilag  Ltd. 
Teh  0494  563541. 

Fisons  rationalise 

Following  a  review  of  their 
products,  Fisons  have  decided  to 
rationalise  some  slow  moving 
lines.  Stocks  of  the  following 
products  will  remain  available 
until  December  31,  1993,  and  after 
this  date  residual  stocks  may  be 
used  until  their  expiry  date: 
Rvnacrom  capsules  x  100:  Miraxid 
Tablets  225mg;  and  Miraxid 
Tablets  450mg.  No  further  stocks 
of  the  following  are  available  and 
stocks  currently  held  in  the  trade 
may  be  used  to  meet  prescriptions: 
Rynacrom  Insufflator;  ,Aspellin 
Liniment  Spray  140ml;  and 
Miraxid  Paediatric  .sachets  x  10. 
Fisons  Pharmaceuticals.  Tel: 
0509  634000. 

Plendil  pack  change 

Plendil  5mg  and  lOmg  tablets  will 
be  packaged  in  blister  of  4  x  7 
tablets  instead  of  2  x  14  tablets. 
The  newly  designed  packs  will  be 
introduced  mid  to  late  September. 
Schwarz  Pharma  Ltd.  Tel:  0494 
772071. 

Roche  products 

Roche  say  difficulties  with  the 
supply  of  Lariam  and  Nitoman 
have  now  been  overcome  and  these 
items  can  now  be  readily  obtained. 
Roche  Products  Ltd.  Tel:  0707 
366853. 


Medical  Matters 


TransdermaE  analgesia 
licences  sought 


Durogesic  (fentanyl)  and 
tramadol  hydrochloride  are 
synthetic  opioids  seeking  a 
licence  through  the  Committee 
on  Safety  of  Medicines. 

Details  of  these  analgesics  were 
presented  at  the  Seventh  World 
Congress  of  the  International 
Association  for  the  Study  of  Pain 
held  recently  in  Paris. 

Durogesic  (fentanyl),  from 
lanssen,  is  the  first  transdermal 
system  to  be  evaluated  for  the 
treatment  of  chronic  pain.  It  is 
chemically  related  to  phenyl- 
piperidine  and  pethidine.  Duro- 
gesic is  designed  to  release 
fentanyl  continuously  for  72 
hours  following  application  to 
intact  skin.  Pour  systems  are 
available  to  provide  in  vivo 
delivery  of  2.5,  50,  75  or  100 
meg/hour. 

Following  initial  application, 
the  skin  under  the  .system 
absorbs  fentanyl  and  a  depot  of 
drug  concentrates  in  the  upper 
skin  layer.  It  then  becomes 
available  to  the  systemic  cir- 
culation, with  gradual  increase 


of  the  serum  concentrates. 

There  is  a  mean  lag  time  of  one 
hour  before  measurable  amounts 
of  the  drug  can  be  detected  in  the 
blood.  A  relatively  constant 
concentration  is  reached  in 
approximately  12-24  hours,  with 
peak  serum  levels  between  24-72 
hours.  Once  this  point  is  reached, 
relatively  constant  fentanyl 
concentrations  are  maintained 
for  72  hours  with  each  patch  of 
the  same  size. 

Durogesic  is  available  in  the  US 
and  Canada. 

Tramadol  hydrochloride,  from 
Searle,  has  been  licensed  and 
used  in  Germany  for  some  15 
years  under  the  name  Tramal, ! 
where  it  ranks  as  a  leading 
analgesic  agent.  It  is  available  as  1 
capsules,  drops,  suppositories  or  I 
for   subcutaneous,   IM   or   IV I 
administration. 

Tramadol  has  a  low  receptor 
affinity  if  administered  simul- 
taneously with  other  drugs  acting 
on  the  nervous  system,  so  MAO 
inhibitors  should  not  be  com-  j 
bined  with  the  drug. 


Changes  to 
supply  of 
retinoids 

The  DoH  have  granted  a  dis- 
pensation on  the  availability  of 
Roaccutane  and  Neotigason 
capsules. 

Roche  will  now  supply  these 
products  to  specific  retail 
pharmacies  at  the  written  request 
of  a  consultant  dermatologi.st  for 
dispensing  prescriptions  to  the 
named  dermatologist. 

Roche  must  receive  a  written 
request  from  a  consultant 
dermatologist  to  supply  the 
capsules  through  a  specified 
retail  pharmacy.  The  company 
will  then  authorise  the  relevant 
wh(jlesaler  to  fill  orders  for  the 
capsules  from  the  nominated 
pharmacy. 

Roche  will  write  to  the  phar- 
macy stating  that  the  arrangement 
applies  only  to  the  named  derma- 
tologist, and  drawing  attention  to 
the  Roaccutane  or  Neotigason 
pregnancy  warnings. 

The  arrangement  will  be 
renewed,  if  required,  by  the 
consultant  dermatologist  on  an 
annual  basis.  Roche  Products 
Ltd.  Tel:  0707  366000. 


Nicotine 
patch  is 
effective 
long-term 

A  16-hour  nicotine  patch  is  three 
times  more  effective  than  a 
placebo  in  producing  sustained 
abstinence  from  smoking, 
according  to  a  report  in  the 
Archives  of  Internal  Medicine. 

Some  130  women  and  90  men 
in  California  participated  in  the 
year-long  study.  All  were 
randomly  assigned  a  nicotine 
patch  (giving  15mg  of  nicotine 
over  16  hours)  or  a  placebo  for  12 
weeks.  For  a  further  six  weeks, 
lower  doses  of  patches  were 
administered. 

The  participants  received 
initial  counselling  on  smoking 
ces.sation  and  brief  advice  when 
needed  throughout  the  study. 

After  one  year,  smoking 
abstention  was  25  per  cent  in 
nicotine  patch  users  and  9  per 
cent  in  placebo  patients.  There 
was  a  lower  incidence  of  side- 
effects  in  users  of  16-hour 
nicotine  patches  compared  with 
those  who  use  24-hour  delivery 
patches. 
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The  Corsodyl  spokesman 

Corsodyi  Mouthwash  has  the  unequivocal  recommendation  of  dentists.* 

They  know  there's  no  better  way  for  their  patients  to  take  care  of  gingivitis,  or 
for  that  matter,  conditions  as  diverse  as  aphthous  ulcer,  oral  candidiasis  and 
denture  stomatitis. 

They  know  that  Corsodyl's  active  ingredient,  0.2%'  chlorhexidine,  sets  it  apart. 

They  know  also  that  for  all  Corsodyl's  clinical  heritage  its  range  is  adapted 
for  patient-friendliness,  with  a  new  spray  as  the  latest  innovation. 
Corsodyl  has  recently  been  acquired  by  SmithKline  Beecham  Consumer  Brands. 
Speak  to  your  SmithKline  Beecham  representative  or  telephone  free  of  charge 
0800-833000  for  any  further  information  or  requirements. 


chlorhexidine  gluconate 


>  Gingivitis.  No  Contest.  No  wonder  dentists  recommend  it. 


CORSODYLDENTALGEL 


DUCT  INFORMATION  Consult  Data  Sheet  before  prescribing.  USE  Inhibition  of  plaque,  treatment  and  prevention  of 
ivitis;  maintenance  of  orol  hygiene  Mouthwash  ond  Mint  Mouthwash  ore  also  indicated  for  the  promotion  of  gingival 
ng  following  surgery  and  the  management  of  ophthous  ulceration  and  oral  candidiasis    PRESENTATION  Spray  and  Mint 
thwosh    A  clear  colourless  solution  containing  0  2°o  w/v  chlorhexidine  gluconate    Mouthwash     A  clear  pink  solution  \ 
fining  0,2°o  w/v  chlorhexidine  gluconate    Dental  Gel    A  clear  colourless  gel  conloinmg  I'o  w/w  chlorhexidine  gluconote, 
AGE  AND  ADMINISTRATION  Sproy  Apply  to  tooth  and  gingival  surfaces  using  up  to  twelve  actuotions  of  the  spray  twice  daily. 
thwosh  ond  Mint  Mouthwosh,  Rinse  mouth  with  1 0ml  undiluted  for  one  minute  twice  doily  Prior  to  dental  surgery,  rinse  mouth  with 
I  for  one  minute    Dental  Gel    Brush  the  teeth  with  one  inch  of  gel  for  1  minute,  once  or  twice  doily    CONTRAINDICATIONS  n 
ous  hypersensitivity  reaction  to  chlorhexidine  Such  reactions  are,  however,  extremely  rare   PRECAUTIONS  For  oral  use  only,  keep  out 
es  and  ears  SIDE  EFFECTS  Occasional  irritative  skin  reactions.  Generalised  allergic  reactions  to  chlorhexidine  hove  also  been  reported  but 
extremely  rare    Superficial  discolouration  of  the  tongue,  teeth  and  tooth-coloured  restorations  may  occur  This  usually  disappears  after 
intinuotion  of  treatment  Staining  con  largely  be  prevented  by  cleaning  teeth  or  dentures  before  use  but  may  sometimes  require  scaling  and  polishing 
omplete  removal  Stained  anterior  tootn-coloured  restorotions  which  are  not  adequately  cleaned  by  professionol  prophylaxis  may  require  replacement 
sient  taste  disturbances,  burning  sensation  of  the  tongue  and  oral  desquamation  Very  occasional  parotid  swelling    PRODUCT  LICENCE  NUMBER  AND  BASIC  NHS  COST 
sodyl' Spray  (0029/0230)  60  ml  (OP)  £2  80  'Corsodyl' Mouthwash  (0029/01 24)  300  ml  (OP)  £1  25  'Corsodyl' Mint  Mouthwash  (0029/0201)  300  ml  (OP]  £1  25  'Corsodyl' 
(0029/0080)  50g  (OP)  £0  83  'Corsodyl'  is  a  trademark.  Legal  Category  P  Dale  of  last  revision  March  1 993 
'ce:  Milpro  Independent  Research,  1 992    tCorsodyl  Dental  Gel  contains  1  °o  w/w  chlorhexidine  gluconate 

P SmithKline  Beecham 
Consumer  Brdnds 

liKline  Beecham  Consumer  Brands,  Brentford,  TW8  9BD,  UK  Tel  081  560  51 51 


a  leading  authority  on  oral  iiygiene. 


Counterpoints 


Oruvail 


Oruvail  gel  3Ug  is  now 
available  as  a  Pharmacy- 
only  medicine  for 
over-the-counter  sale. 
It  is  the  first  new 
non-steroidal  anti- 
intlammatory  to  be  made 
directly  available  to 
consumers  for  ten  years. 

Oruvail  gel  is  a  clear  gel 
containing  ketoprofen  2.5 
per  cent  w/w,  fragranced 
with  lavender  oil.  It  is 
indicated  for  the  relief  of 
pain  and  inflammation 
associated  with  backache, 
muscular  and  rheumatic 
pain,  strains  and  sports 
injuries. 

Ketoprofen  exerts  its 
anti-intlammatory  action 
by  inhibiting  prostaglandin 
production.  The  company 
say  the  anti-bradykinin 
activity  of  ketoprofen  may 
also  be  involved  in  pain 
relief.  The  company  claim 
that  Oruvail  gel  has  a 
greater  calculated 
transdermal  delivery  than 
other  commonly 
prescribed  topical  NSAIDs. 

Rhone-Poulenc  Rorer 
will  be  supporting  the 
product  with  a  £4  million 
package  dominated  by 
television  advertising  from 
mid-October. 

A  new  consumer  leaflet 
Muscular  Pain  and 
Inflammation  w'\\\  be  made 
available  to  pharmacists. 
Point-of-sale  material 
including  an  A3  showcard 
featuring  the  muscular 
man  logo,  known  as  Eric, 
and  shelf  edgers  are  also 
available  from  RPR  sales 
representatives. 

Brand  manager  Howard 
Barnes  estimates  that  the 
market  for  t(.)pical 
anti-rheumatics,  worth 
approximately  £12. 5m  in 
1993,  will  double  in  value 
in  six  years.  He  said  the 
launch  of  Oruvail  will 
boost  the  market  as 
consumers  become  more 
aware  of  anti- 
inflammatories and  better 
understand  the 
inflammation  process. 

The  company  hopes  to 
achieve  25  per  cent  market 
share  of  the  topical  anti- 
rheumatic preparations 
market  by  December 
1994. 

Rh(')ne  Poiilenc  Rorer 
are  launching.;  Oruvail  Gel 
at  Chemex.  Rhone- 
Poulenc  Rorer  Family 
Health  Division.  Tel:  0323 
721422. 


Oruvail,  ^ 


'log 


Skincare 
on  video 

Vaseline  Intensive  Care 
have  produced  a  skincare 
video  to  help  pharmacists 
and  assistants  in  advising 
on  common  skin 
complaints. 

The  training  video  hopes 
to  stimulate  an 
understanding  of  some  of 
the  basic  principles  of 
skincare,  how  moisturisers 
work  and  the  treatment  of 
dry  skin  conditions. 

It  has  been  developed  in 
conjunction  with  the 
National  Eczema  Society, 
the  NPA  and  the  Royal 
College  of  Nursing. 

The  video  costs  £4.99 
with  10  per  cent  of  the 
price  being  donated  to  the 
National  Eczema  Society. 
Cheques  and  postal  orders 
should  be  made  payable  to 
The  Vaseline  Intensive 
Care  Bureau.  Write  to:  The 
Skin  Care  Training  Video, 
Vaseline  Intensive  Care 
Bureau,  PO  Box  289, 
Sawston,  Cambridge  CB2 
4HH. 


New  from 
Nelson 

Rheumatica  is  the  latest 
addition  to  the  range  of 
licensed  remedies  from 
Nelson.  Based  on  the 
homoeopathic  remedy 
Rhus  tiix,  Rheumatica  is 
said  to  relieve  rheumatic 
aches  and  pains.  It  is 
available  in  packs  of  72 
tablets(£3.20). 

Nelson  will  be  offering 
introductory  offers  at 
Chemex.  A.  Nelson  &  Co 
Ltd.  Tel:  081-946  8527. 


New  look  Cupanol 


Seton  Healthcare  are 
re-launching  the  Cupanol 
range  of  paracetamol 
suspensions. 

Cupanol  Under  6  is  now 
available  in  two  new  sizes, 
70ml  (£1.35)  and  14()ml 
(£2.49).  which  will  replace 
the  original  100ml  and 
2(l()ml  packs.  Cupanol 
1  nder  6  and  Over  6  packs 
have  also  been  restyled  to 
increase  their  appeal  to 
young  mothers. 

The  re-launch  of 
Cupanol  will  be  supported 
by  a  major  advertising 
campaign  in  the  mother 
and  baby  Press.  An 
awareness  campaign  aimed 
at  getting  clinical 
recommendat'o.i  for  the 


products  will  consist  of 
promotions  to  healthcare 
workers. 

Seton  have  responded  to 
the  Government's 
intention  to  blacklist 
certain  paracetamol 
suspensions  by  launching 
Cupanol  Paediatric,  a 
12()mg/5ml  paracetamol 
suspension.  It  is  available 
in  dispensing  packs  of  four 
sizes  —  100ml,  150ml, 
200ml  and  1  litre  —  at 
Drug  Tariff  prices  and  can 
be  dispensed  against  open 
prescriptions. 

All  Cupanol  packs  are 
supplied  with  child-proof 
closures.  Seton  Healthcare 
Group  pic.  Teh  061-652 
2222. 


More  Kingfisher 


Kingfisher  Natural 
Toothpaste  are  adding  two 
variants  to  their  range. 

The  Children's 
Strawberry  uses  real 
strawberries,  mandarins, 
apples  and  bananas  to 
flavour  it.  All  profits  from 
this  variant  will  be  used  to 
fund  a  school  for  Tibetan 
refugee  children  in 
Northern  India. 

Fluoride-Free  Fennel 


toothpaste  has  been 
produced  in  response  to 
customer  requests.  All 
flavours  are  in  50ml 
(£1.05)  and  125ml  (£1.99) 
tubes. 

Kingfisher  are 
promoting  their  range  in  a 
£500,000  Press  campaign 
and  on  the  London 
Underground.  Santo 
Products.  Tel:  081-381 
1334. 


Alphosyl 
info 

Stafford-Miller  are 
introducing  a  patient 
information  leaflet  and 
competition  for  their 
Alphosyl  2  in  1  shampoo. 

Pharmacy  staff  can  win 
a  portable  TV,  camera  and 
answerphone  in  the 
associated  competition. 
Stafford-Miller.  Tel:  0707 
331001. 


Robitu 

1  U  N  I  O  R 


Robitussin    Robitussin   Robitussin  Robitussin 


Whitehall  Laboratories  are  re-launching  the  Robitussin 
range  in  time  for  the  Winter  season.  The  packs  feature  new 
graphics  coupled  with  clearer  instructions.  The  range  has 
been  given  a  more  palatable  flavour.  Whitehall  say  they  will 
be  supporting  the  Robitussin  range  with  a  £600,000  Press 
campaign.  Whitehall  Labs.  Tel:  0628  669011 


A  second  four-week  burst  of  TV  advertising  for  Nurofen 
worth  £1.5  million  breaks  on  September  20.  The  advert 
features  stormy  cloud  formations  to  communicate  pain  and 
clearing  skies  to  convey  pain  relief.  This  campaign 
coincides  with  Nurofen's  National  Beating  Pain  week,  from 
September  20-24.  Crookes  Healthcare.  Tel:  0602  507431 
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Millions  of 
women  get 
migraine, 
and  you're 
ii  the  man 
with 

Migraleve 


8 

PINK  TABLETS 


YELLOW  TABLETS 


Migraleve 


As  many  as  one  in  ten  people  are  migraine  sufferers. 

For  them,  prompt  relief  can  feel  like  a  miracle.  Only 
you  stock  Migraleve  -  the  no.  1  treatment  for  migraine,  the 
no.  3  strong  analgesic  in  pharmacy.* 

Stock  more  of  Migraleve  12's  and  a  lot 
more  people  could  have  a  lot  to  thank  you  for. 

'BaseJ  in  OTC  cash  sales.  Nielsen  March  199:*. 


FAST  RELIEF 
FOR  MIGRAINE 
HEADACHE, 
NAUSEA  AND 


1^ 


i 


It  could  make  you  very  popu 


Chanvell  Pharmaceuticals  Ltd..  Char.ve!l  House,    a  i  L  p 
W'ilsom  Road.  Wton.  Hampshire  Gr.i4  -T.'   18  IJ  If) 


BRITAIN'S  NO.  1  BRAND 


FOR  SENSITIVE  TEEJ 


2 


Proven  hst  relief  from  the  pain  of  sensitive  teeth 

lb  SENSODYNE 


Original  fidvour  toothpaste 


Proven  fast  relief  from  the  pain  of  sensitive  teeth 


IP  SENSODYNE 
mm  Mint  flavour  tnnthnaste 


Mint  flavour  toothpaste 


Proven  ^^sf  relief  from  the  pain  of  sensitive  teeth 

SENSODYNE 

.  iesh-i^ifit  flavour  toothoaste  \v\i\i  iluondt 


No.     m  your  shelves  and  growing.  - 

:onsodyne  dominates  the  sensitivity  sector  of  the  toothpaste  market  with  a  share  of 
virtual!,  '"/o.  Latest  Nielsen  Audit  Data  also  shows  Sensodyne  growing  ahead  of  the 
competition. 

And  i  h  '^ur  NEW  pack  design,  which  research  shows  has  stronger  shelf  impact;  just 
imagine  how  your  •   ';cs  will  grow  even  further. 

With  TV  advci  lising  every  year  since  1982  and  recommendation  from  98%  of  dentists^ 
it^s  hardly  surprising  thai  Sensodyne  is  used  by  4  million  Britons  every  year.-* 

So  stock  up  today  wirh  all  sizes  of  Sensodyne  Original,  Mint  and  F.  Make  Sensodyne 
YOUR  No.  1  -  it's  the  only  brand  you  need. 

si-:NSOi)\'Nf: 

NO  ONE  DOES  IT  BETTER. 

Slallnrd-M.liLT  I  Id,  Br...HluL,KT  k,.;,d,  WcluMi  (>i.rck'n  (  .Iv.  Hcrls   AI  7  1SI'    Id  (17117  Ullllll 
I   Nicl-cn  Ki'l.ul  Audil  MLirih'Apnl  19y?   :    kiylor  Ni-ls..ii  1^):    1 ,  Annua  I  I  )i.-nl.i  I  Su  rvcv  144: ,  4    laylor  Nds.in  l^l  1 


Alberto  V05  celebrates  40 
years  with  relaunched 
packaging  and 
formulations,  an  improved 
fragrance  plus  a  new 
leave-in  conditioning 
mousse  product. 

V05  Shampod  I'lus  and 
Conditioner  I'lus  have 
improved  moisturising 
properties  with  the 
addition  of  a  new  protein 
complex,  Hydra-tein. 

The  complex  is 
{combined  with 
ipro-vitamin  B5  to  lock  in 
jmoisture  and  improve  the 
lhair's  condition  and  shine, 
jaccording  to  Alberto 
Culver. 

Shampoo  I'Ilis  and 
jConditioner  Plus  retail  at 
1X1.79  (:5()()ml)  each. 
!    A  new  variant  has  been 
idded  to  the  Shampot) 
Plus  range.  Special 
Cleansing.  Designed  for 
greasy  hair  or  heavy  users 
of  styling  products,  the 
shampoo  will  thoroughly 
cleanse  hair  without 
upsetting  its  moisture 
balance. 

The  new  packaging 
brings  the  range  in  line 
u'llh  the  V05  Hot  Oil 
packs.  Variants  are 
colour-coded  and  the 
improved  formulation  is 
highlighted  on-pack. 

New  to  the  range  is  V( 


V05  improved  with 
protein  complex 


Plus  Leave-in  Conditioner 
mousse,  said  to  give 
manageability  without 
heaviness. 

It  comes  in  three 
variants:  normal  to  dry 
hair;  volumising  tor  extra 


body;  and  dry,  damaged, 
permed  or  coloured  hair. 
The  dry  damaged  variant  is 
also  available  in  pump 
format.  All  retail  at  £1.99 
(LSOml). 

The  relaunch  of  Alberto 


V(.),'i  IS  being  supported  by 
a  .C9.1  million  television 
campaign  running  over 
the  next  vear  and  a 
C2()(MK)0' Press  campaign. 
Alberto  Culver.  Tel:  0256 
37222. 


Philips  at 
a  glance 

.-\  new  Iriide  catalngue  is 
now  available  from  Philips 
illustrating  their  range  of 
products  from  the 
domestic  appliance  and 
personal  care  section  lor 
199:i-94. 

The  catalogue  contains 
over  149  products,  'A\  of 
which  are  new  this  year. 

A  copy  of  the  catalogLie 
can  he  obtiiined  from 
Philips.  Tel:  081-fiS9 
21H(J. 


Numark 
offers 

NLimark  have  lour 
top-selling  lines  on  oiler 
this  month  providing  extra 
profit  opportunities  tor 
pharmacist  members. 

They  are:  Gillette  .Sensor 
Razor  for  women  (,C5.99), 
Lynx  body  spray  (XI. 99), 
Pennywise  Super  20s 
(£\.i)5)  and  Heinz  Cans 
]28g  (X0.29). 

All  these  lines  can  be 
used  with  Numark's 
window  display  unit  and 
point-of-sale  material  is 
available.  Numark.  Tel: 
0827  69269. 


>ara  Lee  are  adding  three  characters  to  their  .Matey  bubble 
lath  range  this  month.  'Snovv>'"  the  snowman  and  'Santa" 
ire  aimed  at  the  Christmas  market  while  "Winnie  the 
Vitch'  is  a  Halloween  character.  Snowy  has  a  blue  fill. 
>^anla  a  red  fill  and  Winnie  the  Witch  features  a  purple 
iquid.  The  products  will  retail  at  the  same  price  as  the 
tandard  5()0m\  packs.  Sara  Lee.  Tel:  07,'53  ,^2.3971 


Body  care 
launch 

Opal  Crafts  are  launching 
their  Opal  London  body 
.iccessory  range. 

It  consists  of:  double- 
sided  nail  brush  (X0.95), 
bristle  back  brush  (X4.3.5), 
loofah  pads  (3  forXO.85), 
loofah  mitt  (X2.15).  loofah 
pad  (XL45),  sisal  sponge 
(X3.30),  sisal  glove  (X3.90), 
bddv  brush  mitt  (X6.45), 
Hat 'loofah  (X1.2()), 
pedicure  groomer  (XI. 45), 
facial  brush  (X2.9.S),  hair 
brush  (X2,8.5),  sisal  towel 
(X.'i.O.'i),  dress  comb 
(X2.70)  and  afro  comb 
(Xl.9.5).  Opal  Crafts.  Tel: 
081-450  7834. 


On  TV  Next  Week 


Nice  'n'  Easy  aim  for  youthful  look 

pairol's  Nice  'n'  Easy  has 
)een  relaunched  to  appeal 
0  younger  women. 

The  packaging  has  a 
Jistinctive  redesigned  logo 
Ivith  bolder  graphics  and 
jnodern  head  shots.  The 
^-pack  leaflet  has  also 
Jeen  updated. 

Five  shades  in  the 
.2-colour  range  have  been 
epiaced  with  more 
ashionable  hues;  natural 
leige  blonde,  natural 
ightest  blonde, 
latural  light  auburn 
irown,  natural  dark 
lurgundy  brown  and 
latural  medium  ash 


brown. 

The  relaunch  is  being 
backed  with  a  X3  million 
television  advertising 
campaign  starting  later 
in  the  vear  and  a 


consumer  promotion. 

Showcards,  posters  and 
dummy  packs  are  available 
for  in-store  displav. 
Bristol-Mvers.  Tel:  0895 
639911. 
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CTV  Cram  pi  an 

C4  Channel  4          STX'  .Scotland  (central) 

B  Border 

U  tilster                Y  Yorkshire 

BSkyB  British  Sky 

G  Granada              HT\'  W'ales  &  West 

Broadcasting 

A.\nglia               M  Meridian 

C  Central 

CAR  Carlton            TT  Tvne  Tees 

CT\'  Channel  Islands 

GMTV'  Breakfast        VV  Westcountiy 

LVVT  Liindon  Weekend 

Television 

Aquafresh: 

All  areas 

Aspro  Clear: 

L,  C,  A.  M,  HT\',  U 

Colgate  Total: 

All  areas 

Lil-lets: 

C,  A,  LWT,  CAR,  BskyB 

Nicorette: 

.All  areas  except  HTV,  CT\',  GMTl' 

Nicotinell  patch: 

All  areas 

Nivea  Visage: 

Ml  areas  except  CT\',  CAR,  C4,  GMT\' 

NMol: 

G,  n,  Y 

Palmolive  2  in  1: 

All  areas 

Radian-B: 

G.  Y,  C, 

Rap-eze: 

All  areas  except  CTV 

Remegel: 

All  areas  except  G.MTV 

Rennie: 

All  areas  except  U,  W,  CAR.  GMT\',  BskyB 

Sensodyne: 

All  areas  except  G.  Y,  CTV,  CAR 

Sellers: 

.All  areas 

Sellers  Tunis: 

-All  areas 

Seven  Seas  Pulse: 

CAR 

Slim-Fast: 

.All  areas 

Solpadeine:.^!  areas  e.u-ept  U,  CTV.  TVS.  LWT,  TT\',  C4,  GMTV 

Synergic: 

.All  areas  except  GMTV 

Wasp-eze 

C4 

Wrigley's  Extra  &  Orbit:                              All  areas 

Zovira.x: 

G,  M 
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Braun  dryer  pumps 
up  the  volume 


Braun  are  introducing 
Supervolume.  a  hairdryer 
designed  to  give  body  and 
volume  to  straighit  hair. 

The  Siiencio  1,2()0W 
dryer  (£22.99)  has  an 
attachment  with  rigid 
plastic  rods  which  are 
rotated  near  the  scalp.  As 
the  hair  dries  it  moves  up 
the  rods,  creating  root  lift. 
Supervolume  also  allows 
greater  air  circulation  and 
faster  drying,  say  Braun. 

Smooth  sleek  styles  are 
back  in  vogue,  says 
product  manager 
Christophe  Coudray,  and 
over  13  million  women  in 
the  UK  have  naturally 
straight  hair. 

"Research  confirms  that 
the  key  benefit  women 
with  straight  hair  are 
looking  for  is  body/volume 
and  shine,"  he  says.  "This 
is  further  reinforced  by  the 


proliferation  of  toiletries 
offering  e.xtra  volume, 
body  and  shine." 

Braun  are  spending  £1 
million  on  Supervolume 
early  in  the  launch  from 
September  to  [December, 
including  a  CT.'Sd, (HH) 


television  campaign  to 
ensure  maximum  exposure 
during  the  pre-Christmas 
period. 

There  will  be  advertising 
in  the  women's  Press. 
Braun  (UK)  Ltd.  Tel: 
0932  785611. 


Spot  on 

Roche  Nicholas  have 
produced  a  Valderma 
Guide  to  Healthy  Skin  for 
pharmacists  to  pass  on  to 
consumers. 

The  guide  explains  how 
spots  and  blackheads 
occur,  how  to  prevent 
them  and  gives  treatment 
advice. 

For  copies  of  the  guide 
write,  stating  name, 
address  and  how  many 
copies  required,  to: 
Valderma  Guide  to  Healthy 
Skin  Offer,  22  Endell  St, 
London  WC2H  9AD. 


Roche  Nicholas  are  offering 
consumers  tips  on  how  to 
avoid  travel  sickness  in  the 
hweUs  Guide  to  Trouble- 
Free  Travel.  It  will  be 
available  through 
pharm.icu  s  and  the  first 
100  phatcvjcists  to  write  to 
the  followin!;  address  will 
receive  50  cupie.s;  Helen 
Smith,  Kweii;.  Travel,  Roche 
Nicholas,  PO  Box  8, 
Welwyn  Garden  City, 
Hertfordshire  AL7  ,3Ay 


Hair  raising  offers 
from  Wei  la 


VVella  are  offering 
pharmacists  special  deals 
on  their  recently  acquired 
Silvikrin,  Bristows  and 
Restoria  brands. 

The  retail  prices  of 
Silvikrin  hairspray  have 
been  reduced  to  £1.0,5 
(2()0ml)  and  £1.4.5 
(:5()0ml).  The  2  in  1 
shampoo  is  down  30  per 
cent  to  £1.69. 

In  the  Bristows  range. 


the  hairspray  has  been 
reduced  to  £1.39  (3()()ml) 
and  £0.99  (20()ml).  Vosene 
shampoo  is  on  promotion, 
giving  retailers  one  pack 
free  of  the  Fresh  variant 
with  every  three  packs  of 
Original  ordered. 

On  Restoria,  Wella  have 
cut  the  retail  price  by£l. 

The  offers  run  until  the 
end  of  September.  Wella 
GB.  Tel:  0256  20202. 


Help  with  herbals 


Potters,  manufacturers  ol 
licensed  herbal  medicines, 
have  produced  a  booklet  to 
answer  some  of  the 
commonly  asked  questions 
about  herbal  medicines. 

The  booklet  was 
compiled  by  a  pharmacist 
who  is  now  a  practising 
herbalist.  Although  it  was 
originally  conceived  as  an 


inlDrmalion  service  for 
consumers,  the  booklet 
has  also  been  welcomed  by 
pharmacists  new  to  herbal 
medicines  and  by  their 
staff. 

Free  copies  of  the 
booklet  can  be  obtained 
from  the  Potter's  stand  at 
Chemex.  Potter's  Ltd.  Tel: 
0942  34761. 


Deep  heat 


Mentholatum  are 
introducing  Deep  Heat 
Bath  Tonic  and  bonus 
deals  on  their  range. 

The  bath  tonic  comes  in 
a  400ml  size  and  retails  at 
£2.95.  A  special  consumer 
offer  is  available  on-pack 
giving  £1  off  purchase. 

There  is  an  extra  20  per 
cent  fill  on  Deep  Heat 
Spray  and  cash  incentives 
in  their  Autumn  mailing. 
Jenks  Group.  Tel:  0494 
442446. 


Visage  on 
television 

A  new  advertising 
campaign  for  Nivea  Visage 
is  running  from  now  until 
December. 

The  television  and  Press 
advertising  will  focus  on 
the  Energising  Vitality 
Creme  with  Nanospheres 
product.  The  television 
advertising  runs  until  the 
end  of  October.  Press 
advertising  in  magazines 
runs  until  December. 
Smith  &  Nephew.  Tel: 
021  327  4750. 


Hall's  Soothers  get 
orange  addition 


Warner-Lambert  have 
added  an  orange  variant  to 
their  Soothers  range. 
Hall's  Soothers  Orange 
will  be  the  first  liquid 
centred  medicated 
confectionery  to  contain 
real  orange  juice. 

The  company  says  the 
unusual  flavour  option 
takes  its  lead  from  the 
traditional  sugar 
confectionery  market 
where  orange  remains 
among  the  most  popular 
fruit  flavours. 

The  launch  will  he 
supported  by  a  £3  million 
national  TV  advertising  for 
all  three  x'arielies  which 


will  run  throughout 
Autumn  and  the  early  part 
of  1994.  The  "Kiss  your 
sore  throat  better" 
advertisements  will  be 
used  again  this  year,  but 
with  a  new  adaptation  for 
the  orange  flavour  to  come 
to  the  fore  during  the  early 
part  of  the  season. 

Warner-Lambert  say 
Halls  Soothers  became  the 
fastest  growing  medicated 
confectionery  brand  last 
year  and  predict  that,  at 
current  rate  of  sale,  it  will 
be  worth  £12  by  the  end  of 
its  first  year.  Warner- 
Lambert.  Tel:  0703 
620500. 


AAH  add  drink 


AAH  extend  their  baby 
drinks  range  this  month 
with  the  introduction  of 
Vantage  Blackcurrant 
Syrup. 

The  syrup  contains  real 
blackcurrant  juice  and 
extra  vitamin  C  and  retails 
at  £1.05  for  200ml,  equal 


to  40  servings  (£8.70  for 
12).  AAH  say  the  syrup  is 
free  of  added  sugar  but  it 
does  contain  natural  sugar 
from  the  blackcurrants 
and  also  sweetose  which  is 
71  per  cent  liquid  glucose. 
AAH  Pharmaceuticals. 
Tel:  0928  717070. 


Slim-Fast 

AAH  are  offering  a  special 
deal  on  all  variants  of 
Slim- Fast  soup  this  month. 
The  trade  price  is  £21.40 
for  six,  giving  a  PGR  of  29 
per  cent.  AAH 
Pharmaceuticals.  Tel:  0928 
717070. 

Sweetex  value 

Crookes  Healthcare  are 
adding  10  per  cent  extra  to 
Sweetex's  800-tablet  pack 
during  September.  Crookes 
Healthcare.  Tel:  0602 
507431. 

Aludrox  flavour 

From  August,  Aludrox 
Liquid  contains  additional 
preservatives,  methyl 
hydroxybenzoate  and  propyl 
hydroxybenzoate  sodium 
salts.  Some  users  may 
detect  a  slight  difference  in 
flavour. 

Vitalia  deal 

Vitalia  are  offering 
maximum  margins  of  154 
per  cent  PGR  on  their 
vitamins  range  in  what  tbey 
term  the  "deal  of  the 
decade".  In  addition  tbey 


are  to  increase  the 
distribution  of  their  Kneipp 
range  and  introduce  a  new 
range  of  products.  Vitalia. 
Teh  0442  231155. 

Salonair  rights 

Eastern  Pharmaceuticals 
are  no  longer  marketing 
Salonair.  The  sole 
marketing  rights  will  be  the 
responsibilities  of  Salonpas 
(UK)  Ltd.  Tel:  081-646 
6884. 

Fluorigard  tabs 

The  pack  size  of  both 
strengths  of  Fluorigard 
tablets  has  been  increased 
from  120  to  200  tablets. 
The  new  packs  will  retail  at 
£3.04.  Colgate-Palmolive 
Ltd.  Tel:  0483  302222. 

Baby  deals 

Numark  are  offering 
members  special  deals  on 
babycare  products. 
Sterilising  tablets  will  retail 
at  £1.29  for  a  pack  of  72, 
giving  a  PGR  of  30  per 
cent.  Nur,sei7  cotton  buds 
are  on  promotion  with  25 
per  cent  extra  free.  Numark 
Management.  Tel:  0827 
69269. 
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)UCT  INFORMATION 
itation  Caneilen  10%  VC  is 
ale  as  a  single  pre-filled 
ator  containing  5g  of  10% 
nazole  vaginal  cream. 
*en  J  is  available  as  a  single 
1  tablet  containing  50()mg 
nazole  and  an  applicator  in 

to  place  the  tablet  for 
on.  Uses  Candidal 
tis  Dosage  and 
nistration  Cune^ten  10% 
'dulls  Insert  the  contents  ot 
e-filied  applicator 
iginally,  preferably  at  night 
'en  I.  Adults  Place  the 
ten  1  vaginal  tablet  in  the 
ator,  and  insert 
iginally,  preferably  at  night 
en  Since  both  of  these 
cts  are  used  with  an 
ator,  paediatric  usage  is  not 
mended.  Contra- 
ifions  Hypersensitivity  to 
nazole.  Side-EfTects  Rarely 
ts  may  experience  local 
lurning  or  irritation 
liately  atter  inserting  the 
.  Hypersensitivity  reaction 
ccur.  Use  in  Pregnancy  In 
I  studies  clotrimazole  has 
en  associated  with 
;enic  effects  but  following 
Iministration  of  high  doses 

there  was  evidence  of 
3xicity.  The  relevance  of 
feet  to  topical  application 
nans  is  not  known. 
itT,  clotrimazole  has  been 
n  pregnant  patients  for 

decade  without 
itable  adverse  effects.  It  is 
3re  recommended  that 
nazole  should  be  used  in 
incy  only  when  considered 
ary  by  the  clinician.  U 
luring  pregnancy  extra  care 
I  be  taken  when  using  the 
ator  to  prevent  the 
ility  of  mechanical  trauma 
cntal  Oral  Ingestion  In 
ent,  routine  measures  such 
;ric  lavage  should  be 
med  as  soon  as  possible 
ngestion  Pharmaceutical 
Jtions  Canesien  10%  VC 
it  store  above  25  'C 
'en  I  No  special  storage 
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ory.  P  Retail  Selling 
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IF  IT'S  THRUSH, 
RECOMMEND  CANESTEN 


Following  its  introduction,  Canesten  has  become  one  of  the 
most  successful  OTC  brands  ever. 

It  is  available  either  as  vaginal  cream  or  vaginal  tablet/ 
pessary,  which  gives  your  customers  the  choice  of  two 
presentations  of  the  same  effective  treatment  (over  90%  of 
all  women  successfully  treated  with  a  single  dose''^). 

This  success  further  reinforces  Canesten's  position  as  the 
unchallenged  market  leader,  both  as  a  prescription  and  OTC 
therapy.  And,  given  the  reception  of  Canesten  by  your 
customers,  it  contributes  to  your  success  as  well. 

We  at  Bayer  shall  continue  to  support  you  with  heavy 
investment  in  advertising  and  a  complete  range  of  educational 
materials  for  consumers  and  your  staff.  To  make  sure  Canesten 
stays  ahead  of  the  field,  we  are  rolling  out  Canesten  TV 
advertising  in  many  more  regions  and  stepping  up  advertising 
in  women's  journals. 

Please  make  sure  your  stock  is  at  an  adequate  level;  and 
contact  us  for  a  copy  of  the  comprehensive  Professional  Guide 
and  other  educational  materials. 

Cane^eri 

clotrimazole 


NOW  CUPANOL  GIA 

WAYS  TO  DISP] 


S  YOU  E  VEN  MORE 
\SE  WITH  PAIN 


Cupanol  is  one  of  the  fastest  growing 
paracetamol  suspension  brands  on  the  market  - 
and  now  it's  set  to  grow  even  bigger! *        ^  ^  ^ 

#  New  OTC  pacl^aging  in  handy  sizes  - 
Under  6  now  in  70ml  and  140ml  packs; 
Over  6  in  100ml  and  200ml  packs 

#  New  Cupanol  Paediatric  -  ready  prepared 
for  dispensing  in  handy  100ml,  150ml  and 
200ml  bottles 

#  All  Cupanol  products  provide  effective 
relief  from  child  and  infant  pain  and  fever 

#  Sugar  and  colour  free 

#  Pleasant  tasting  strawberry  flavour 

#  Comprehensive  consumer  advertising 
campaign  in  key  mother  and  baby  press, 
starting  this  Autumn 

#  Cupanol  now  being  widely  promoted  to 
Healthcare  Professionals 


So  you  see  there's  even  more  going  for 
Cupanol  than  ever  before.  To  find  out  what's  in 
it  for  you,  just  contact  your  Seton  representative 
for  details  of  the  new  special  bonus  deals. 


1^ 


Seton 

Healthcare  Group  pic 


TUBITON  HOUSE,  OLDHAM  OLl  3HS,  ENGLAND. 

TELEPHONE:  061-652  2222.  ^ 
Cupanol  U  Trade  Mark  of  Seton  *  AfMi 


Hakle 
Moist  to 
saturate  TV 

Hakle  Moist  are  running  a 
national  television 
campaign,  with  addional 
promotional  support 
beginning  later  this 
month,  as  the  first  stage  in 
their  attempt  to  quadruple 
the  moist  toilet  tissue 
market  within  the  next  five 
years. 

The  market  is  rising, 
with  a  54  per  cent  year  on 
year  growth  recorded. 

Distributors  Jeyes  target 
families  as  the  growing 
consumer  group,  and 
suggest  the  average  family 
of  four  will  buy  a  Hakle 
refill  every  two  to  three 
weeks.  Jeyes  UK.  Tel: 
0842  754567. 


Bodyform  break 
into  night-time 
sector 


Sancella  are  breaking  into 
the  night-time  towel 
sector  with  Bodyform 
Goodnight.  It  is  "the  first 
new  technology  night-time 
product",  according  to  the 
company. 

The  towel  features  extra 
length  for  maximum 
protection,  wings  to  hold 
it  in  place  and  prevent  side 
leakage  and  48  per  cent 
more  absorbent  pulp  than 
Bodyform  Plus  super. 

A  12-pack  will  retail  at 
£2.49.  The  launch  is  being 
supported  by  a  TV 
advertising  campaign. 
Scott.  Tel:  0342  327191. 


Palmolive  2  in  1  support 


Colgate-Palmolive  begin  a 
£5.5  million  television 
advertising  campaign  next 
week  in  support  of  their 
Palmolive  2  in  1  body 
cleansing  range. 

The  30-second 
commercial  uses  the 
strapline  "Skin  care  you 
can  feel"  to  emphasise  the 


soft,  smooth  feel  of  skin 
after  using  the  product. 

As  part  of  the  company's 
largest-ever  spend  in  the 
liquids  market,  they  are 
dropping  six  million 
samples  through  doors  in 
October  and  running  a 
consumer  Press  campaign 
until  December. 


To  encourage  sampling, 
a  sachet  of  Palmolive  2  in 
1  is  available  with  every 
purchase  of  a  Palmolive 
soap  four-pack  from 
Barclays  and  Numark 
wholesalers  until  the  end 
of  September.  Colgate- 
Palmolive.  Tel:  0483 
302222. 


Power  peirformance 
from  Ciairol 


Clairol  Appliances  are 
introducing  the  high 
powered  1,650W  Clairol 
Performance  hair  dryer  to 
boost  brand  leadership. 

The  dryer,  available  with 
o  v;;lhout  a  diffuser,  has  a 
six-swit.  h  combination  — 
two  spec  J/three  heat.  It 
also  has  an  easy  to  clean 
air  filter  system  which 
Clairol  say  will  prolong 
motor  life.  There  is  an 


extra  long  9ft  cable  to 
increase  manoeuvrability. 

Backed  by  a  three-year 
guarantee,  Clairol 
Performance  is  now 
available  at  £14.50  without 
diffuser  and  £19.95  with 
one.  The  launch  is 
supported  by  a 
promotional  programme 
in  the  women's  Press. 
Clairol  Appliances.  Tel: 
0784  434343. 


Dentosaur 
alert! 

Elgydium  have  a  new 
children's  toothbrush  to 
add  to  their  Junior  range, 
the  Dentosaurus. 

With  a  blue  body  and 
yellow  fins,  the  smiling 
Dentosaurus  adorns  the 
toothbrush  handle. 

Effective  as  well  as  fun, 
the  toothbrush  has  an  easy 
grip,  rounded  filaments 
and  a  head  protector 
which  protects  the 
filaments  while  drying.  It 
retails  at  £1.79.  Chefaro. 
Tel:  0223  420956. 


Additional  discounts 
from  Unichem 


Unichem  are  offering  more 
September  discounts  on  a 
range  of  products. 

Gillette  Sensor  for 
Women  razors  are  down  to 
£16.30  (Goldpartners 
£16.14)  for  a  pack  of  six 
and  cartridges  at  £24.43  for 
12  (Goldpartners  £24.19). 

All  Freestyle  Mousse 
variants  are  down  to 
£13.29  for  12  (Goldpartner 
£13.16),  and  Slim-Fast 
bars  are  being  offered  at 
£18.92  for  12. 

Own-brand  Unichem 
200  ASA  film  is  being 
discounted  by  20  per  cent 


with  135-24  at  £8.79  for  10 
and  135-36  at  £8.96. 

Unichem  are  also 
discounting  their  new 
range  of  deodorants. 
Aerosol  variants  pink  and 
blue  retail  at  £0.99  and 
roll-on  variants,  pink,  blue 
and  unperfumed,  are  £0.79. 

The  new  household 
range  is  on  offer  until  the 
end  of  October  with  Multi 
Surface  Cleaner  500ml  at 
£5.61  for  a  pack  of  six  and 
Anti-Septic  Disinfectant 
500ml  at  £6.25  for  packs  of 
12.  Unichem.  Tel:  081-391 
2323. 


Preserves  contain 
lowest  calories 


Stute  Light  jams  are  now 
available  through  major 
chemist  wholesalers 
including  AAH  and 
Unichem. 

The  manufacturers  say 
Stute  Light,  with  no  added 
sugar  and  a  small  amount 
of  fruit  sugar,  is  the  lowest 
carbohydrate  and  lowest 
calorie  jam  produced  for 


diabetics  and  slimmers, 
with  only  six  calories  per 
teaspoon. 

The  Light  Jams  are 
available  in  Black  Cherry, 
Strawberry  or  Apricot 
flavours.  The  227g  jars, 
with  tamper-evident  seals, 
retail  at  £1.19.  Stute 
Foods  Ltd.  Tel:  0272 
238823. 


improved  First  Response 


First  Response  pregnancy 
test  kit  has  been 
relaunched  with  a  new  dip 
and  read  format  and 
updated  packaging. 

The  new  format  test  can 
be  used  at  any  time  of  the 
day  and  features  an  error 
control  window.  The 
packaging  has  been 
improved  to  give  it  a  more 
feminine  appeal. 

The  relaunch  will  be 
supported  by  an 
advertising  campaign 
running  from  October  into 
the  New  Year,  point- 
of-sale  material  and 
introductory  offers. 
Carter-Wallace.  Tel:  0303 
850661. 
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IF  YOU  DON'T 
KNOW  WHAT'S  IN 
THIS  LEHER,  YOU'D 

BEHER  READ  IT. 


Dear  I'h.irniacist, 

Plc.isc  be  advised  th.it  Gaviscon  230  iiig  Tablets  are  only  available  O.T.C. 

Gaviscon  500mg  Tablets  (60's)*  and  Gaviscon  Liquid**  continue  to  be 
available  for  prescription,  and  remain  re-imbursable  against  FPlOs. 

So  as  far  as  CI. P.  preseriptioiis  tor  (laviseon  are  eoiieenied,  it's  business  as  usual. 
Yours  taitlUully 


NEIL  MUIK 

Senior  Produet  Manager 

*  2  q.d.s. 
**  2ltnil  q.d.s. 


KEEPS  ACID  WHERE  IT  WORKS, 
NOT  WHERE  IT  HURTS 

Further  int'orniation  is  available  from  RECHTJ^iij^MAN  Reckitt  and  Colman  Products  Ltd.,  Dansom  Lane,  Hull,  HU8  7DS. 


'roduct  Inrormation.  Active  Ingredients:  Liquid  Gaviscon:  Sodium  alginate  BP  SOOmg.  sodium  bicarbonaie  Ph.  Eur  267mg.  calcium  carbonate  Ph.  Eur,  160mg  per  lOmI  dose  Gaviscon  250  Tablets;  Alginic  acid  BP 
IfiOmg,  sodium  bicarbonaie  Ph  Eur,  85mg,  aluminium  hydroxide  gel  BP  50mg,  magnesium  tnsilicate  Ph  Eur,  1 2,5mg  per  tablet  Indications:  Liquid  Gaviscon:  Heartburn,  including  heartburn  of  pregnancy,  dyspepsia 
issoLiatcd  with  gastric  reflux,  hiatus  hernia  and  reflux  oesophagitis,  Gaviscon  250  Tablets:  Heartburn  and  acid  indigestion.  Centra-Indications:  None  known.  Dosage  Instructions:  Liquid  Gaviscon:  Adults  and 
:hildrcn  over  12;  10-20ml,  children  6-12:  5-lOml  liquid  after  meals  and  at  bedtime  Children  under  6;  Not  recommended.  Gaviscon  250  Tablets  Adults  and  children  over  12  2  tablets  to  be  chewed  thoroughly  ,is 
equired.  Children  under  1 2:  Noi  recommended.  Note:  lOnil  liquid  contains  6  2mmol  sodium.  One  Gaviscon  250  Tablet  contains  1  02mmol  sodium  Both  liquid  and  tablet  forms  of  Gaviscon  are  sugar-free.  Relai! 
Jrices:  lOOmI  £1.60.  2nOml  i;2. 86.  24  tablets  £1.95  Product  Licence  Nos:  44/0058  Liquid  Gaviscon.  44/0103  Gaviscon  250  Tablets.  Legal  Category:  GSL.  Product  Licence  Holder:  Reckiit  &  Coiman  Prnduci- 
.-imited.  Dansom  Lane.  Hull  HU8  7DS  GAVISCON  is  a  registered  trademark  Dale  of  preparation:  17/8/93, 


Disquiet  over  latest  DoH  offer 


Having  had  recent  sight  of  the 
Department  of  Health's 
remuneration  offer,  I  want  to 
comment  on  its  content  and 
attempt  to  graph  out  its  effect 
(see  graph  before  reading  on). 

There  are  points  in  the  letter 
by  Melvyn  Jeremiah,  under- 
secretary at  the  DoH,  which 
need  comment: 
Item  9:  "We  would  also  expect 
...  pharmacies  ...  to  offer  advice 
and  counselling  to  patients  as 
part  of  the  dispensing  of 
prescriptions." 

This  misses  the  point  of 
community  pharmacy,  since 
advice  and  counselling  are  to 
be  given  on  the  sale  of  all 
medicines,  whether  on  script  or 
not. 

Because  of  the  number  of 
potent  products  available 
over-the-counter  and  their 
removal  from  the  prescribing 
list,  it  is  important  that  this 
wider  responsibility  is 
recognised  officially  as  part  of 


Ken  Sims,  a  former  chairman  of  Dorset 
Local  Pharmaceutical  Committee,  takes  a 
look  at  the  latest  pay  offer  put  forward 
by  the  Department  of  Health,  and 
graphically  maps  out  its  likely 
consequences 


the  professional  allowance, 
thus  moving  us  firmly  away 
from  piecework  payments  for 
NHS  work  into  our  provision 
of  total  service  to  the 
community. 

Graded  payment 

Item  10:  Pharmacies  dispensing 
from  1,000  to  1,500  scripts  are 
to  get  a  graded  transitional 
payment  starting  at  £250  and 
rising  to  the  £500  a  month  that 
all  contractors  dispensing  1,500 
Items  or  more  a  month  will  get. 
However,  they  will  not  have  to 


produce  a  practice  leaflet  or 
display  health  promotional 
material. 

Why  not?  Does  this  mean  it 
won't  be  worth  their  while, 
since  it  is  intended  the 
"transitional"  payment  will  be 
dropped  when  the  single-tier 
payment  is  introduced  a  year 
later? 

Tremble  all  ye  who  dispense 
less  than  1,500  scripts  a  month, 
unless  you  can  claim  an 
Essential  Small  Pharmacy 
Allowance  under  the  new  one 
kilometre  rule. 


The  vertical  column  shows  script  numbers,  the  top  line  income  from  fees  —  current  and  proposed  —  and  the  new 
professional  allowance.  I  have  also  drawn  a  line  showing  a  possible  £1  flat  fee,  on  the  lines  of  the  Scottish 
settlement,  but  leaving  our  negotiators  to  fill  in  the  professional  allowance 
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But  there  is  logic  in  this  new 
ESPA.  Where  there  are  a 
number  of  low-volume 
contractors  bundled  together,  it 
is  plainly  uneconomic  to  pay 
them  all  for  a  service  which 
could  be  adequately  provided 
by  one. 

And  let's  be  realistic  —  for 
many  small  script  volume,  high 
retail  businesses,  the  script 
element  is  seen  primarily  as  a 
"draw"  for  other  business.  Why 
else  should  supermarkets  and 
stores  be  so  keen  to  have  this 
relatively  low  margin  business 
in-house? 

With  this  new  ESPA  I  do  not 
see  how  we  can  continue  to 
argue  in  support  of  those 
dispensing  fewer  than  1,000 
scripts.  Moreover,  with  the  new 
higher  payments  to  bigger 
contractors,  there  are  far  better 
grounds  to  demand  the 
employment  of  a  second 
pharmacist  to  provide  better 
counter  presence. 
Item  8:  Expensive  scripts.  The 
DoH  is  "not  persuaded"  that 
the  costs  incurred  by  us  should 
be  recognised  by  a  2.5  per  cent 
on-cost.  They  think  1  per  cent  is 
enough! 

This  makes  me  weep.  The 
DoH  acknowledges  that  we 
incur  quantifiable  costs  then 
tosses  us  a  penny.  How  do  we 
persuade?  Say  "please"  and 
smile  ingratiatingly?  It  doesn't 
seem  to  work. 

The  DoH  letter  must  give  rise 
to  further  disquiet  in  that  it 
indicates  a  movement  of 
responsibility  for  some  20  per 
cent  of  remuneration  to  family 
health  services  authorities.  They 
will  therefore  become  direct 
employers  requiring  certain 
duties  and  standards. 

Standards  moved 

This  would  seem  not 
unreasonable  —  except  that 
responsibility  for  the  standards 
of  premises  and  service  will  be 
moved  from  the  Royal 
Pharmaceutical  Society  to  more 
than  90  disparate,  small  bodies 
composed  of  lay  members  and 
administrators  without  any 
depth  of  pharmaceutical 
understanding. 

The  implications  of  this  are 
significant.  Perhaps  they  should 
be  welcomed,  given  the  present 
inability  of  our  Society  to 
demand  immediate  rectification 
of  unacceptable  practices  or 
conditions  in  pharmacies. 

It  looks  to  me  as  if  the  Society 
is  being  sidelined.  It  is  now 
absolutely  essential  that  IPCs 
get  their  acts  together  with 
their  FHSAs. 

If  they  have  not  already  done 
so,  they  should  waste  no  time 
in  setting  up  meetings  to 
discuss  matters.  If  they  haven't 
already  taken  all  the  individual 
FHSA  members,  administrative 
and  lay,  on  conducted  tours  of 
two  or  three  good  examples  of 
local  pharmacies  during  busy 
working  times  —  to  show  them 
what  we  actually  do  in  the 
community  —  then  they  must 


Continued  on  p426 
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THE 

MARKET  TAKES  A 


GIANT  LEAP 
FORWARD! 


e  100  ml 


Continued  from  p424 

do  it  now! 

In  Dorset,  we  discovered 
almost  too  late  that  few  of  the 
lay  members  had  had  any 
contact  with  pharmacies  during 
their  working  lives.  Not 
surprising,  really,  as  they  were 
mostly  men  and  women  from 
management  positions  whose 
family  or  employees  were  the 
ones  who  actually  went  into 
their  local  pharmacy. 

We  make  a  profound  mistake 
if  we  assume  everyone  knows 
the  reality  of  our  work.  They  do 
not,  and  we  must  show  them 
what  we  do  if  we  expect  to  be 
credible.  We  should  invite 
members  regularly  to  LPC 
meetings  and  to  annual  events 
to  promote  genuine 
understanding. 

Contracts  by 
stealth 

There  is  another  reason. 
Prospective  contractors  are  now 
opening  "non-contract" 
pharmacies  in  prime  sites  — 
often  the  very  sites  where 
previous  contract  applications 
have  been  refused.  Can  there 
be  any  doubt  of  their  intention 
in  mounting  public  campaigns 
designed  to  force  FHSAs  into 
granting  contracts? 

This  is  a  new  and  singularly 
unethical  phenomenon  to  be 
resisted  by  properly  informed 
decision  makers.  You  will  have 
noted  that  the  professional  fee 
is  one  which  "may"  be  paid,  as 
opposed  to  "shall"  be  paid. 
Think  about  it  ... 

We  gave  up  a  great  deal  in 
return  for  a  contract  which 
gave  limitation  of  entry  and 
which  was  to  be  granted  only  if 
it  could  be  shown  to  be 
necessary  or  desirable  for  the 
proper  provision  of 
pharmaceutical  services. 

The  words  are  important.  An 
understanding  of  the 
background  is  critical  for  those 
who  make  the  decisions  for 
FHSAs.  We  all  know  there  are 
appeals,  but  the  Appeals  Unit  is 
consistent  in  supporting 
decisions  made  by  those  FHSAs 
which  have  a  cogent  policy 
concerning  the  adequate 
provision  of  services. 

More  difficult  are  decisions 
governing  so-called  "minor" 
relocations,  but  here  again  a 
well  thought-out  policy  does 
help  considerably.  This  is  of 
increasing  importance  when  we 
see  pharmacies  bought  with  a 
view  to  relocation  in  sites  more 
attractive  to  the  prospective 
owners  ... 

Item  1,  para  3:  Co-operation 
between  pharmacists  and  GPs. 
Let's  tackle  first  things  first 
(although  I'm  tackling  it  last). 

You  may  find  it  hard  to 
believe,  but  there  is  an  almost 
universal  belief  among  our 
medics  that  we  make  big  profits 
from  the  cost  of  the  drugs  they 
order. 

This  myth  has  to  be  dispelled. 
Meetings  with  local  medical 
committees  are  a  must,  with 
the  first  one  showing  exactly 
how  our  incomes  are  derived 
from  scripts,  preferably  with  an 
FHSA  finance  manager,  who 
can  confirm  that  it  is  virtually 
limited  to  dispensing  fees. 


If  we  clear  up  this  basic 
misunderstanding,  then  the 
first  step  is  taken  towards 
better  co-operation,  since  our 
advice  will  be  seen  as 
disinterested  rather  than 
commercially  driven. 

If  we  are  to  be  taken 
seriously,  then  we  have  to 
establish  our  professional 
credentials  properly,  step  by 
step,  through  good 
communications. 

During  the  Christchurch 
election,  when  I  visited  fellow 
pharmacists  in  their  businesses, 
I  was  struck  by  their  underlying 
apprehension  of  Government 
and  big  competitor  intentions. 

It  is  clear  that  communication 
between  them  and  their  LPC 
must  somehow  be  improved.  It 
is  very  difficult  to  assess  the 
response  to  letters,  while  non- 
attendance  at  meetings  is 
judged  as  apathy.  I  don't  think 
it  is  that;  it  is  more  a  sense  of 
helplessness  in  the  face  of  the 
gods  —  of  keeping  heads  down. 

I  believe  LPCs  should  buy 
locum  time  so  that  their 
members  can  visit  contractors 
and  make  good  contacts 
directly,  explaining  what  they 
are  doing  and  how  they 
propose  to  meet  problems  by 


"Tremble  all  ye 
who  dispense 
1,500  scripts  a 
month  ..." 


positive  forward  planning. 

Skilful  publicity  and  group 
action  nationally  should  be 
promoted,  on  the  lines  of  the 
Rural  Pharmacists  Association  or 
the  Pharmacy  Support  Group. 
The  PSG  gained  my  respect 
because  its  members  were 
willing  to  put  up  their  money 
to  promote  our  interests. 

The  idea  of  a  community 
pharmacist  group  at  the  Society 
does  not  overjoy  me.  We  should 
not  need  it  since  the  bulk  of  the 
members  are  already  in 
community  work.  I  think  it  is 
merely  a  ploy  to  deflect  a  lot  of 
justified  dissatisfaction. 

The  Society  ought  to  be  seen 
vigorously  defending  the  best 
interests  of  our  profession 
rather  than  whingeing  about  its 
lack  of  power  when  challenged. 
I  might  sound  critical,  but  that 
is  how  it  is  perceived  by  most  of 
the  pharmacy  masses. 
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New  Mentadent  Night  Action  is  the  first  toothpaste  designed  especially  for  night  time  use.    With  a 
unique  combination  of  dental  technology,  tube  design  and  a  new  "Cool  Mint"  flavour.  Night  Action 
Toothpaste  is  the  first  in  a  series  of  new  concepts  in  dental  care  under  the  'Mentadent'  name. 
With  £3.5  million  multi-media  advertising  support,  your  profits  are  set  to  take  a  giant  leap  forward! 
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Oruvail  Gel  contains  ketoprofen  -  a  proven,  powerful  analge; 
and  anti-inflammatory  agent  which  has  been  found  to  be  mc 
potent  than  ibuprofen'  in  inhibiting  the  synthesis  of  prostaglandi 

It  also  inhibits  bradykinin^  which  has  been  shown  to  act  tog  ett 
with  prostaglandins  to  cause  pain. 

And  what  is  more,  Oruvail  Gel  has  been  found  to  be  clinica 
superior  to  piroxicam  gel  in  soft  tissue  injury.^ 

Following  topical  administration  of  Oruvail  Gel,  ketoprof 
enters  the  synovial  fluid,  capsular  tissue,  and  intra-articular  adipci; 


Pkudi  i(  T  INHlKMATHW.  Presentation:  Colourlc-s  ^i-'l  with  1 J  vender  traRrante  LontaininK  ketoprofen  BP  2,5'l'(i  w.  vv  Indiialions:  V 
of  pjin  and  inflammatiejn  associated  with  haekaehe,  museiilar  and  rheuniata  pain,  sprains,  strains  and  sports  iniuries  Dosage;  Apl  ■ 
thin  layer  of  sel  to  the  affected  area  three  times  a  day  lor  up  to  7  davs  After  the  Kel  is  applied  It  should  be  rubbed  in  well  KIderlJ 
above  Children:  Not  to  be  applied  to  thildren  under  12  vears  of  a^e  Contraindications:  Patients  with  hypersensitivity  to  ketopn 
ibuprofen,  aspirin  or  other  non-steroidal  anti-inllanimatory  auents,  patients  suffering  from  or  with  a  history  of  bronchial  asthma  or  all 
disease,  exudative  dermatoses,  eczema,  sores  and  infected  skin  lesions  orhrokcn  skin.  Precautions:  C'>ruvail  Gel  should  not  b<  ap 
to  mucous  membranes  or  eyes,  or  used  with  occlusive  dressings.  Caution  in  patients  with  severe  renal  impairment  Should  a  ^^ 
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ue!*  That  means  Oruvail  Gel  penetrates  right  through  to  the 
animation  and  pain.  It  also  promises  to  penetrate  a  huge  new 
rket,  supported  by  a  multi-million  pound  television  consumer 
ertising  campaign  and  impactful  point-of-sale  material. 
Oruvail  Gel  is  now  available  for  you,  the  phamiacist,  to  sell  over 
counter  in  30g  tubes.  ■^■■■^^■^^■■■^■H 
The  benefit  to  you  ^^jll^^^^^^^TT  H^^gl'' 
to  your  customers  is 
isparently  obvious.  WKOlttttim^ 


Hergel  application,  cease  treatment  Treatment  shouid  not  continue  tor  longer  than  ^  days  If  symptoms  persist  consult  doctor 
pi  away  from  naked  flames  LIse  in  Pregnancy  and  Lactation:  Only  when  prescribed  hy  a  physician  -  see  data  sheet  Adverse 
pns:  Skin  reactions,  includins  pruritus  and  localised  erythema  Legal  Status:  ?0i;  Packs  P  Retail  Selling  Price:  L3  95  line  \'\J] 
;t  Licence  Number:  12  11243  Product  Licence  Holder:  Ma\  and  Baker  1  td.  Da,i;enhjm,  RMIU  ^XS  Distributor  and  further 
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Mr  Subash  Jivraj  of  Westway  Pharmacy,  London  W12,  collecting  his  cash 
prize  from  Daniels  chief  executive  Richard  Wood  at  the  wholesaler's  first 
London  trade  show  at  Elstree  last  week 


Information 
technology  in  the 
NHS  —  an  update 

May  I  respond  to  Iain  Drewery's 
letter,  "Community  practice 
through  the  decade"  (C&D 
September  4,  p380),  with  an 
update  of  the  application  of 
information  technology  (IT)  in 
the  health  service. 

Last  year  the  Prescribing  & 
Dispensing  Minimum  System 
Specification  Project  (P&DMSS) 
was  completed  with  a  parallel 
project:  analysing  the  activities 
of  general  practice.  These  were 
technical  reports  generated 
through  workshops,  which 
included  community 
pharmacists,  in  accordance  with 
structured  system  analysis  and 
design  methodology. 

Each  report  comprised  more 
than  1,500  pages  in  length  and 
is  the  pre-requisite  for  the 
development  of  IT  systems  to 
nationally  recognised 
specifications.  The  projects  were 
set  up  by  the  Information 
Management  Group  of  the  NHS 
Management  Executive,  and 
supervised  by  a  Joint  Project 
Board,  of  which  I  was  the 
community  pharmacist 
member. 

The  full  scope  of  P&DMSS 
encompasses  the  family  health 
services  prescribing  and 
dispensing  activities  of 
community  pharmacists,  GPs, 


family  health  services 
authorities,  regional  health 
authorities  and  the  Prescription 
Pricing  Authority.  It  is  already 
being  used  as  a  reference  model 
for  the  benchmark  testing  and 
evaluation  of  community 
pharmacy  systems  at 
Manchester  University. 

This  project  has  been  made 
possible  through  funding  made 
available  to  the  Royal 
Pharmaceutical  Society  by  the 
Department  of  Health.  It  also 
depends  on  the  co-operation  of 
suppliers  of  hardware  and 
software  to  community 
pharmacists,  who  are  members 
of  a  Computer  Suppliers 
Association,  formed  as  a  result 
of  a  Society  initiative. 

A  project  on  electronic 
prescribing  utilising  a 
two-dimensional  bar  code  is 
expected  to  commence  later  this 
year.  Many  other  IT  projects  are 
being  pursued,  all  embracing 
the  wide  spectrum  of  interests 
throughout  the  NHS. 

The  cost  of  such  IT  projects  is 
inevitably  so  great  that  they  are 
way  beyond  the  financial 
resources  of  the  Society.  The 
Council  of  the  Society,  however, 
has  agreed  to  form  an  IT  Group 
to  oversee  the  interests  of  its 
members  in  this  critical  area. 


Dr  Hopkin  Maddock 

Fadstow 


Alcohol  warning 
on  the  cards 

I  read  an  article  from  a 
correspondent  from  Northern 
Ireland  who  had  difficulty  in 
persuading  customers  against 
excessive  partaking  of  alcohol 
{C&D  September  4,  p366). 

His  problem  is 
understandable.  I  think  the 
most  tactful  way  of  passing 
advice  on  is  to  have  a  small 
card,  readable  from  the 
customer  area,  with  a  message 


such  as:  "Alcohol  makes  a  good 
servant,  but  a  bad  master.  If  you 
value  your  health  make  sure 
that  you  are  in  charge." 

Written  in  red  it  will  stand 
out  and  at  least  you  have  made 
some  attempt  to  help  the 
situation. 

I  had  a  similar  card  made  for 
"No  smoking",  and  I  am  sure  I 
got  some  response. 

C.  Brower 

Bournemouth 


needn'C  end  in  tears 


An  infestation  of  head  lice  is  easily  cured.  Any  proprietary  pediculicide 
will  kill  ttie  lice  and  their  eggs.  It  is  after  treatment  however,  that  the  problems 
really  start. 

The  next  step  is  to  completely 
eradicate  a!!  traces  of  infestation 
by  meticulously  combing  out  the 
lice  eggs  and  nits.  This  process  is 
painful,  distressing,  and  can  take 
many  hours. 

Now,  there  is  a  specialist  lice 
egg  removal  system  which 
pharmacists  can  recommend  for 
use  after  any  pediculicide  treatment.  Step2. 

New  Step2  is  a  creme  rinse  which  greatly  speeds 
the  lice  egg  and  nit  removal  process  by  loosening 
the  bonds  which  hold  them  firmly  to  the  hair. 

Stucites  have  shown  that  the  combing 
process  can  be  made  up  to  10  times  faster  with 
Step2.  Steps  helps  to  reduce  tangling,  making  combing  less 
painful  and  far  more  effective. 

New  Step2  also  reconditions  treated  hair,  restoring  its 
health  and  shine. 

Killing  the  lice  is  only  the  first  step  in  head  lice 
treatment.  Now  you  can  finish  the  job  with  Step2. 
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Steps  Cakes  the  tears 
out  of  lice  egg  removal 


Note:  Step2  does  not  kill  lice  or  their  eggs,  but  speeds  the  removal 
of  the  lice  eggs  and  nits  which  remain  in  the  hair. 


Dendron  Limited,  94  Rickmansworth  Road,  Watford,  Herts  WDl  7JJ.  Tel:  0923  229251. 
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jrox  He  IS  the  only  OTC  hydrocortisone  cream 
at  also  contains  Crotamiton.  This  unique 
Jol-action  formulation  not  only  reduces 


on  prescription,  Eurax  He  now  joins  its  highly 
successful  stablemate  Eurax  antipruritic  Cream 
&  Lotion,  over-the-counter.  The 


flammation,  but  provides  speedy 
id  effective  relief  from  itching 


c„=^,o,.».      "^F^'^imn.aaon        "'  CO  HI  t>  /  H  6 c/ 0  p  D  G 0  /  0 f  £  U  TO X  fl  6  T / 1 0  ^G, 

|j  1^   Stops  associated 

  -  -    plus  a  unique  formulation  means 


ot  lasts  up  to  10  hours.  Previously  only  available        you  can  recommend  Eurax  He  with  confdence. 


tUHIKEfl  IKfOIHAllON  ON  iUIJJ  He,  PLEASE  lELEPHONE  HMA  KEALIHCAHE  ON  0)06  IfliSOO  AND  ASK  E0«  SALES  SfflVltES    EllUr  IS  A  «EG1SIE«£0  TRADEHAU  ( 


#1 


}H  e  a  !  t  ti  c  a  r 

'E  INGREDIENTS;  Eurax  He  contains  Crotamiton  BP  10%  and  Hydrocortisone  BP  0.25%  Indications  Reliel  of  inflammation  and  pruritus  associated  with  irritant  contact  dermatitis,  allergic  contact  dermatitis  and  insect  bite  reactions.  DOSAGE  AKO 
INISTRATION:  Adults  and  children  over  10  years-  Apply  sparingly  over  a  small  area  twice  a  day  for  a  maximum  period  ol  I  week  Occlusive  dressings  should  not  be  used  Not  recommended  lor  children  under  10  yean.  Contra  Indications:  Hypersensitivity 
ly  component  ol  the  formulation  Bacterial,  viral  or  fungal  infections  of  the  skin.  Acute  exudative  dermatoses  Application  to  ulcerated  areas.  Use  on  the  eyes/face,  ano-genital  region,  broken  or  infected  skin  including  cold  sores,  acne  and  athletes  fool, 
effects:  Occasionally  at  the  site  ol  application  signs  ol  irritation  such  as  a  burning  sensation,  itching,  contact  dermatitis/contact  allergy  may  occur.  Use  in  pregnancy  and  lactation:  Use  m  pregnancy  or  lactation  should  only  be  at  the  doctor's  discretion. 
LEGAL  CATEGORY  P  PRODUCT  LICENCE  NUMBER  OO0I/50IOR  PRODUCT  LICENCE  HOLDER  Zyma  Healthcare,  Holmwood.  RH5  4NU  DATE  OE  PREPARATION:  January  1993  PRICE  £2.40. 


Migraine 
patients  pay  the 
price  of  progress 

A  regional  association  of  general 
practitioners  in  Germany  has  recommended 
that  its  members  do  not  prescribe  Imigran 
(sumatriptan)  for  migrame  sufferers 
because  of  the  danger  of  overshooting  the 
drugs  budget. 

A  pack  of  SIX  tablets  of  sumatriptan  costs 
about  £70,  bringing  the  price  for  treating 
the  average  attack  to  around  £23.  For  a 
patient  suffering  two  migraines  a  month, 
this  brings  the  annual  cost  to  about  £560, 
compared  to  a  daily  price  for  treating  an 
attack  with  the  previous  treatment  of 
choice  —  considered  in  Germany  to  be 
ergotamine  and  metoclopramide  —  of 
approximately  £2. 

The  decision  of  the  GPs'  organisation 
was  greeted  with  consternation  by 
migraine  sufferers  and  was  even  raised 
in  the  Bonn  Parliament,  where  a 
government  spokesman  denied  that  the 
latest  measures  to  reduce  the  drugs  bill 
(C&D  March  27,  July  10)  would  inevitably 
prevent  innovative  products  from  being 
prescribed. 

Nevertheless,  the  case  raised  considerable 
disquiet  about  protecting  patients  and 
health  insurance  schemes  from  the  pricing 
policy  of  companies  in  a  monopoly 
situation,  and  the  doubtful  legality  of  GPs 
being  told  by  their  local  associations  what 
they  can  and  cannot  prescribe. 

Possibly  the  next  such  dilemma  will  arise 
with  Schering's  betaseron,  recently  licensed 
in  the  US  for  the  treatment  of  multiple 
sclerosis  and  expected  to  be  introduced  to 
Europe  in  1995. 

News  that  US  investors  were  greatly 
impressed  by  the  larger  than  expected 
estimated  profit  margins  for  the  new  drug 
sent  Schering's  shares  rocketing  on  the 
Frankfurt  Stock  Exchange  recently.  It  has 
been  calculated  that  some  150,000  MS 
patients  in  the  US  might  be  treated  with 
the  drug  at  an  annual  cost  of  $8,500  to 
$10,000  per  patient,  giving  Schering  an 
annual  turnover  of  more  than  DM2  billion 
from  this  innovative  product. 

Break-up  of 
BPI? 

Despite  the  slump  in  profits  of  much  of  the 
German  pharmaceutical  industry  in  the  first 
quarter  of  1993,  the  recent  AGM  of  the 
equivalent  of  the  ABPI,  the  BPI,  was  more 
concerned  with  the  very  existence  of  the 
organisation. 

Prompted  by  a  threat  to  cancel  their 
membership  issued  by  the  leading 
research-based  companies  Bayer, 
Boehringer  Ingelheim,  Boehringer 
Mannheim,  Hoechst,  Knoll,  Merck  and 
Schering,  another  100  or  so  smaller  firms 
announced  their  intention  to  leave  the  BPI 
by  the  end  of  this  year 

Faced  with  such  a  possible  collapse  in  its 
funding,  the  BPI  announced  an  urgent 
review  of  its  constitution.  It  had  become 
increasingly  clear  that  the  BPI  in  its  present 
form  was  incapable  of  reconciling  the 
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conflicting  interests  of  its  454  members, 
which  include  generic  manufacturers  — 
the  only  ones  prospering  in  the  current 
climate. 

Even  the  president  of  the  organisation 
resigned  to  allow  his  own  company  to 
withdraw  if  it  wished. 

The  only  chance  for  survival  of  the  BPI 
now  seems  to  be  as  an  umbrella 
organisation,  with  sectional  interests 
forming  their  own  splinter  groups  which  to 
an  extent  already  exist. 


Enforced 
discount 
stopped 

When  the  two  halves  of  Germany  were 
reunified,  a  temporary  measure  was 
introduced  by  the  Bonn  Government  to 
improve  healthcare  in  the  former  DDR.  It 
hoped  to  cushion  health  insurance 
schemes  there  from  the  high  cost  of 
adapting  to  West  German  medicine  by 
making  pharmacists,  drug  companies 
and  wholesalers  supply  drugs  on 
former  East  German  prescriptions  at 
considerable  discounts  of  22-25  per 
cent. 

This  discount  was  to  be  progressively 
decreased  as  the  financial  situation  of  the 
insurance  schemes  improved. 

For  some  time,  pharmacists  have  been 
calling  for  the  discount  to  be  abolished 
or  at  least  reduced,  and  now  claim  that 
Health  Minister  Seehofer  has  listened  to 
them  for  once,  as  he  has  announced  that 
the  discount  is  to  be  stopped  and 
backdated  from  July  18  until  at  least  the 
end  of  October. 

Figures  from  the  association  of  the 
German  pharmaceutical  industry  (BPI) 
suggest  that  the  East  German  health 
insurance  schemes  have  received  an 
additional  £250  million  above  the  agreed 
level  of  help  at  the  expense  of 
pharmacists,  wholesalers  and  drug 
companies,  particularly  those  in  the  former 
East  Germany  struggling  to  modernise  their 
industry. 

Mr  Seehofer  will  now  review  the 
situation  at  the  end  of  October  and 
decide  whether  to  lift  the  discount 
permanently. 

Although  GPs  working  in  the  former  DDR 
were  not  subject  to  the  same  cost-cutting 


measures  introduced  in  January  as  their 
counterparts  in  the  West,  they  appear  to 
have  shown  voluntary  solidarity  with  their 
colleagues. 

Pharmacists  in  the  East  have  seen  a  10-15 
per  cent  drop  in  their  turnover,  with 
cheaper  drugs  being  prescribed  and  more 
re-imports.  Unlike  the  situation  in  the 
former  West  Germany,  there  has  not  been 
any  compensatory  increase  in  the 
self-medication  market.  At  12.5  per  cent, 
this  is  still  well  below  the  21  per  cent  in  the 
other  half  of  the  country. 

The  value  of  the  per  capita  consumption 
of  POM  is  also  still  lower  in  the  former 
DDR,  by  about  15,  OTC  consumption  per 
head  among  the  former  East  Germans 
remains  less  than  half  that  of  the 
population  in  the  old  FDR. 

More  disruption 
ahead 

The  delight  that  pharmacists  expressed  at 
Health  Minister  Seehofer's  decision  to 
review  the  working  of  the  discount  scheme 
turned  to  despair  on  hearing  of  his  latest 
prescription  pricing  reforms,  due  to  take 
effect  on  January  1,  1994. 

Since  January  1,  1993,  patients  have  been 
required  to  make  a  contribution  towards 
the  cost  of  their  prescribed  drugs  of  £1.20, 
£2  or  £2.80  depending  on  the  price  of  the 
item,  with  an  maximum  additional  £1.20 
for  any  additional  drugs  on  the  same 
script. 

In  a  decision  not  requiring  ratification  by 
either  House  of  the  Bonn  Parliament,  Mr 
Seehofer  now  plans  to  change  the  basis  for 
charging  to  the  pack  size  of  a  drug  or 
dressing  for  a  particular  therapeutic 
indication. 

The  bureaucrats  have  now  divided  the 
drug  market  into  unit  doses  of  solid  oral 
dosage  forms,  liquid  preparations  for  oral 
use,  rectal  and  vaginal  dosage  forms, 
injections  and  infusions,  drugs  for  topical 
application  and  miscellaneous  other  dosage 
forms. 

Three  standard  pack  sizes  for  a  major 
indication  are  to  be  devised  and  the  old 
co-payment  levels  will  depend  on  which 
pack  size  is  prescribed. 

Considering  the  years  it  took  the  German 
pharmaceutical  world  to  agree  on  three 
sizes  for  packs  of  oral  solid  dosage  forms  in 
the  early  1980s  (N1  =20  units,  N2  =  50,  N3 
=  100),  it  seems  inconceivable  that  sizes  of 
some  200  different  presentations  for  80  or 
90  main  indications  can  possibly  be 
standardised  by  the  deadline. 

There  is  also  the  clear  danger  that  to 
minimise  the  cost  to  the  patient,  doctors 
will  prescribe  fewer  of  a  higher  strength  of 
tablet,  for  example,  and  tell  the  patients  to 
divide  them  —  with  all  the  associated  risks 
of  such  a  procedure. 

The  health  insurance  schemes  have 
calculated  the  additional  cost  to  the  patient 
of  the  altered  co-payment  basis  as  £280 
million.  This  means  that  10  per  cent  of  the 
insurance  schemes'  income  will  come  from 
patient  contributions  towards  the  cost  of 
drugs. 


These  reports  come  from  a  correspondent 
with  acknowledgements  to  the  German 
pharmaceutical  Press:  Deutsche  Apotheker 
Zeitung  and  Pharmaceutische  Zeitung 
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Some  ;i4  manufacturers  and  suppliers  and  the  Numark  voluntary  trading  orf*anisation  lent 
their  support  to  the  Daniels  trade  show  at  the  KIstree  Moat  House,  North  London,  last 
Wednesday.  Daniels'  move  into  North  London  means  that  Numark  have  comprehensive 
coverage  in  the  South  Kast  of  England 


Do  you  need  advice  on  foreign  travel?  David  Rogers  of 
Pro  Choice  might  be  able  to  help.  The  company's 
software  package  (  C2,'5.'i  a  year  which  includes 
updates)  provides  information  on  everything  from 
vaccination  requirements  to  risk  of  infection.  The 
program  is  IHM-compatible  and  takes  up  2.Mb  on  the 
hard  disc.  The  company  is  IS  months  old  and  already 
has  40  regular  customers  and  some  .')()()  programs  out 
on  demonstration.  Pro  Choice  can  be  contacted  on 
0742  T.'^.SO.S? 


Daniels  show  off  Down  South 


Derby-based  Numark  wholesaler  Daniels 
Pharmaceutical  held  their  first  London 
trade  show  in  Elstree  last  week,  cementing 
their  expansion  out  of  the  Midlands 


Daniels  have  acquired  165 
accounts  during  the  past  18 
months  in  an  area  where  they 
were  previously  unrepresented. 
But  why  North  London? 

"We  were  working  on  the 
NAMA  principle,"  explains 
national  sales  manager  Frank 
Worrall.  "Not  Anyone  for  Miles 
Around." 

Although  competition  has 
increased  since  the  decision  to 
expand  South  was  made,  he 
maintains  that  there  is  still  a 
high  density  of  small 
pharmacies  requiring  a  quality 
service  and  Numark  customers 
in  the  area  to  support. 

Daniels  is  the  largest 
wholesaler  in  the  Numark 
group  with  four  depots.  Sales 
have  increased  from  £30  million 
to  £70m  in  the  past  three  years 
and  the  customer  base  has 
grown  from  203  to  557.  The 
number  of  lines  stocked  has 
risen  to  over  16,000. 


This  is  in  line  with  the 
strategy  pursued  by  chief 
executive  Richard  Wood  to 
expand  the  wholesaling 
business  to  a  core  size  capable 
of  standing  alone  in  this 
increasingly  competitive 
market. 

"We  have  almost  got  to 
where  we  want  to  be,"  says  Mr 
Wood.  "We  wanted  to  achieve 
the  economies  of  scale  that  the 
nationals  have.  The  long-term 
target  is  a  turnover  of  flOOm." 

Daniels  is  exploiting  a  niche 
market  in  moving  into  the 
London  area  largely  dominated 
by  the  national  wholesalers. 

"There  have  been  few 
outside  influences,  and  second 
and  third  line  discounts  are  not 
widely  available,"  says  Mr 
Wood.  "We  saw  a  niche 
opportunity  which  we  believe 
we  can  provide." 

He  places  great  emphasis  on 
the  full-line  service  Daniels  can 


Tony  Gentle,  Numark's  retail  services  manager,  talks  shop  with  Mr  B. 
Sharma  and  Mrs  N.  Sharma  from  the  Niti  Pharmacy,  VValtham  Cross 


provide.  Apart  from  the 
standard  wholesaler  package, 
there  is  a  24-hour  specials 
service,  a  competitive  generics 
business  (which  has  grown  by 
50  per  cent  in  the  past  two 
years)  and  an  in-house  surgical 
advice  centre. 


Daniels  acquired  the 
Wilkinson  Group  in  1991,  which 
specialises  in  the  supply  of 
surgical  appliances  and  related 
goods.  The  company  also 
provides  the  range  of  disabled 
aids  for  the  Tvlumark  "Easier 
living"  programme. 


/  - 

Daniels  chief  executive  Richard  Wood  and  national  sales 
manager  Frank  Worrall  in  front  of  the  Wilkinson 
surgical  stand 
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Daniels'  sales  team  (left  to  right):  business  development  managers  John  W'ilson  and  Jane 
Hyde,  sales  co-ordinator  Val  Sale  and  national  sales  manager  Frank  Worrall 
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Insect  populations  that  are 
indefinitely  exposed  to  a  single  insecticide 
inevitably  develop  resistance."  ' 


ABBREVIATED  PRESCRIBING 
INFORMATION 
CARYLDERM Lotion. 
DERBAC  '*'-C  Liquid. 
DERBAC  '^-M  Liquid. 
FULL  MARKS  ®  Lotion  and 
PRIODERM  ®  Lotion 
Indications:  DERBAC-C  Liquid. 
CARYLDERM  Lotion,  FULL  MARKS 
Lotion.  PRIODERM  Lotion  and 
DERBAC-M  Liquid:  Treatment  of  head 
lice  infestation. 

Active  ingredients:  DERBAC-C  Liquid 
carbaryl  l,0%w/w  CARYLDERM 
Lotion:  carbaryl  0  5%  w/v.  PRIODERM 
Lotion:  malathion  0,5%  w/v  DERBAC- 
M  Liquid'  nnalathion  0  5%  w/w  FULL 
MARKS  Lotion:  phenothnn  0  2%  w/v 
Dosage  and  administration:  Spnnkle 
onto  dry  hiair  and  rub  gently  into  the 
scalp  until  all  the  hair  and  scalp  are 
thoroughly  moistened  Allow  the  hair  to 
dry  naturally  and  leave  for  at  least  2 
hours  ( I  2  hours  for  DERBAC-C  Liquid 
and  DERBAC-M  Liquid)  Shampoo  the 
hair  as  normal  Rinse  and  comb  whilst 
wet  to  remove  dead  lice  and  eggs 
Centra-indications,  warnings,  etc:  Not 
to  be  used  on  infants  under  6  months  of 
age  except  on  medical  advice.  Avoid 
contact  wrth  the  eyes.  Skin  irritation  can 
occur  These  treatments  may  affect 
permed,  coloured  or  bleached  hair  Do 
not  use  these  products  if  you  are 
sensitive  to  any  of  the  active  ingredients 
CARYLDERM  Lotion,  FULL  MARKS 
Lotion  and  PRIODERM  Lotion  contain 
isopropyl  alcohol  which  may  exacerbate 
asthma  or  eczema  As  they  are  also 
flammable,  apply  and  dry  the  hair  wrth 
care  and  do  not  use  artificial  heat 
Prices:  CARYLDERM  Lotion  55  ml. 
L  \  595  (R)  £2  80.  160  ml  £2845  (R) 
£4  99  DERBAC-C  Liquid  50  ml,  £1595 
(R)  £2  80.  200  ml  £3.4 1 5  (R)  £5  99 
DERBAC-M  Liquid:  50  ml.  £1  595  (R) 
£2.80;  200  ml:  £3,4 1 5  (R)  £5  99  FULL 
MARKS  Lotion:  55  ml.  £  1 ,595  (R)  £2  80; 
1 60  ml:  £2  845  (R)  £4  99,  PRIODERM 
Lotion.  55  ml.  £  1 ,595  (R)  £2  80;  1 60  ml: 
£2845  (R)  £4  99 
Product  licence  numbers: 
CARYLDEPI-i  I  )tion  PL  0337/0038. 
DERBAC-C  Liquid  PL  0337/0203, 
DERBAC-M  Liquid  r-i  0337/0205.  FULL 
MARKS  Lotion  PL 'J. :  ~ '01  53, 
PRIODERM  Lotion  "i  ''9/5002R 
Product  licence  holder      ;  ■<  ip 
Laboratones  Ltd .  Can-iL-  ' 
Park,  Milton  Road.  Cambri^j, 
4GW  UK.  (CARYLDERM  1  . 
DERBAC-C  and  DERBAC-M 
FULL  MARKS  Lotion).  Pnory 
Laboratones  Ltd..  (Member  of  N,-ipp 
Pharmaceutical  Group).  Cambndge 
Science  Park.  Milton  Road,  Cambndge 
CB4  4GW  UK. 
(PRIODERM  Lotion  only) 
Date  of  Preparation:  June  1993. 

Further  information  is  available  on 
request  from  Napp  Laboratones  Limited 
®  The  NAPP  device.  FULL  MARKS, 
PRIODERM.  CARYLDERM  and 
DERBAC  are  Registered  Trade  Marks, 
©  Napp  Laboratories  Limited,  1993. 

References 

Maunder  J.  Cooper  N.  Prescnber 
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b  help  prevent  resistance  development 

FOLLOW  THE  ROTATIONAL  POLICY 

as  recommended  by  your  Regional/District  Pharmaceutical  Officer 

Napp  Consumer  Products  Division  have  a  full  range  of  products  to  fulfil  all 
requirements  ofthe  rotational  policy 

pyrethroids  malathion 


To  find  out  which  product- is, on  rotation  in  your  area,  please  contact  your .  ■ 
Regibnaly^Di^tt^iet  Pharmaceutical  Officer  or  ring  the 
HEADLICE  HELPLINE  ON  0223  424444 

)     Consumer  Products  Division,  Napp  Laboratories  Limited,  Cambndge  Science  Park,  Milton  Road/ 
Carnisridge  GB4;4GW  ,  ,Date  cjf  Preparation:  February,  1 9.93. 
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Is  there  a  future  for 
independent  pharmacy? 


Susan  Ramsdale,  a 
Bristol  proprietor 
pharmacist  who  is 

under  pressure 
through  the  minor 

relocation  of  a 
multiple,  vents  her 
fears  for  the  future 
of  the  independent 


Many  people  prefer  their  personally  owned  and  familiar  independent  pharmacy 


I  fear  for  the  future  of 
independent  pharmacy  and 
believe  that  with  the  present 
trends,  insecurities  and  pressure 
from  the  Government,  the 
independent  community 
pharmacies  will  soon  be  a  mere 
memory. 

We  have  to  face  the  threat  to 
our  survival  from  Boots,  Lloyds, 
the  supermarkets,  the 
Government  and  our  own 
wholesalers,  who  all  seem  to 
think  that  only  big  is  beautiful. 

Never  mind  that  many  of  the 
public  actually  like  their  small, 
personally  owned,  familiar, 
local  independent  pharmacy.  It 
will  go  the  same  way  as  many 
other  small  local  businesses  — 
the  post  office,  the  butcher, 
the  grocer  —  all  over  the 
country. 

With  current  discussions  on 
'access"  and  on  the  proper  use 
of  the  regulations  to  ensure 
'reasonable  distribution  of  a 
reasonable  number  of 
pharmacies  then,  if  there  is 
proper  and  useful  distribution, 
we  can  ensure  the  survival  of 
the  greatest  number  of 
pharmacies,  thus  ensuring  each 
community  its  own  pharmacy 
for  the  greatest  benefit  of 
jeveryone. 

Ideal  situation 

The  ideal  situation  is  for  each 
neighbourhood  to  have  a 
central  surgery  surrounded  at  a 
reasonable  distance  by  a 
number  of  pharmacies,  each  a 
practice  in  its  own  right  and 
■serving  its  own  community.  In 
this  way  there  will  be  easier 
access  to  a  pharmacy  than  to  a 
surgery. 

With  the  development  of  our 
extended  role  —  with  more 
POMs  moving  to  Ps  and  more 
pharmacist-advised  OTC  sales  — 


the  public  will  be  happy  to 
make  use  of  this  first-resort 
healthcare,  only  visiting  the  GP 
surgery  as  a  second  resort  and 
only  for  more  serious 
complaints. 

As  we  all  know,  we  already 
make  this  sort  of  contribution 
to  the  savings  of  the  taxpayer 
and  the  Treasury.  This  should 
be  encouraged  and  developed, 
but  can  best  be  accomplished  if 
there  are  a  sufficient  number  of 
small,  friendly,  easily 
approachable  pharmacies  — 
one  for  each  community. 

With  current  trends  this  will 
not  be  the  case.  With  moves  to 
financially  penalise  small 
pharmacies  and  with  ever 
greater  competition,  the  move 
is  towards  ever  larger 
pharmacies.  The  result  will  be, 
in  total  opposition  to  my  ideal, 
one  very  large  pharmacy  as  a 
mere  appendage  to  a  GP 
surgery,  with  the  supermarket 
pharmacy  as  the  alternative. 

There  will  then  be  very  little 
competition  and,  with  the  loss 
of  this  competition,  service  will 
suffer.  Is  this  the  future  for 
pharmacy?  It  is  very  unlikely  to 
be  independent. 

As  the  pharmacies  become 
larger,  young  pharmacists  will 
be  unable  to  raise  sufficient 
funds  to  purchase  them  and,  as 
older  pharmacists  sell,  the 
remaining  pharmacies  will  be 
bought  by  their  wholesalers. 

We  must  protect  the  small 
independent  pharmacy,  which 
by  its  existence  and 
distribution,  offers  competition 
to  the  multiples. 

A  few  years  ago,  wholesalers 
were  worried  about  the  loss  of 
their  customers  to  the  multiples 
and,  to  protect  their  customer 
base,  bought  into  the  retail 
market.  Naive  as  I  was,  I 


thought  this  was  to  protect 
their  customers  —  the 
independents  —  and  thereby 
the  profits  and  survival  of  both. 
But  in  our  neighbourhood,  it 
seems  that  this  is  not  the  case. 
What  could  have  been  the  ideal 
arrangement  has  resulted  in 
many  pharmacies  now  being  at 
risk. 

A  local  case 

In  this  area,  just  before  the 
restriction  of  contract  came  into 
force,  a  pharmacist  with  a  small 
group  of  shops  opened  a 
pharmacy  almost  opposite  a 
surgery,  leapfrogging  other 
independent  pharmacies. 
Subsequently,  this  pharmacist 
sold  out  to  his  wholesaler,  AAH 
(Holdings)  Ltd  (Vestric),  with 
this  particular  pharmacy  as  one 
of  this  group, 

I  believe  this  pharmacy  was 
never  successful,  being  on  the 
"wrong"  side  of  a  busy  road, 
and  was  one  pharmacy  too 
many,  forming  the  cluster 
effect.  It  contributed  to  the 
non-viability  of  the 
independents  in  the 
neighbourhood. 

The  GP  surgery  is  now 
moving  half  a  mile  along  the 
road  and  this  pharmacy  has 
sought  to  move  with  it.  The 
Appeal  Unit  has  judged  the 
move  "neither  necessary  nor 
desirable"  but  has  allowed 
it  on  the  basis  of  "minor" 
relocation. 

This  minor  relocation,  a  move 
of  half  a  mile,  will  mean  the 
second  leapfrogging  of  the 
same  independent  leapfrogged 
previously  and  of  my  own 
pharmacy. 

The  resultant  move  will 
greatly  advantage  the 
wholesale-owned  retail  outlet, 
thereby  posing  a  threat  to  at 
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least  three  of  the  pharmacies  in 
the  circular  diagram  (see  next 
page),  all  customers  of  AAH 
Holdings'  wholesale  company  (I 
use  Unichem). 

The  independent,  long- 
established  businesses, 
including  AAH's  wholesale 
customers,  will  suffer  loss  of 
business.  With  the  present 
remuneration  proposals,  there 
could  be  severe  damage  to  the 
pharmacists'  livelihood,  perhaps 
even  causing  closure. 

The  independents,  under 
financial  pressure,  may  also  be 
forced  unwillingly  into  "minor" 
relocations  themselves,  thus 
forming  a  new  cluster  and 
benefiting  no  one,  least  of  all 
the  public  which  will  again 
have  no  reasonable  access  or 
distribution  of  services, 

A  possible  result  may  be  the 
scenario  I  described  earlier  of 
one  large  multiple  pharmacy, 
an  appendage  on  the  surgery 
doorstep,  with  the  loss  of  all 
independent  pharmacies. 

While  the  AAH  retail 
company  may  wish  to  improve 
the  profitability  of  their  own 
pharmacy  by  being  so  close  to 
the  new  surgery,  it  does  not 
seem  reasonable  if  this  is  to  the 
detriment  of  the  independent 
customers  of  the  AAH 
wholesale  company. 

Removing  accounts 

I  understand  that  the 
independent  pharmacy 
customers  of  AAH  wholesale 
company  are  seriously 
considering  removing  their 
wholesale  accounts. 

Since  one  of  the  pharmacists 
affected  has  two  pharmacies, 
the  resultant  loss  of  possibly 
four  accounts  to  AAH 
wholesalers  has  to  outweigh 
the  gain  by  the  one  AAH  retail 
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outlet,  making  a  net  loss  to 
AAH  (Holdings)  Ltd 
shareholders. 

In  fact,  if  the  present  AAH 
retail  outlet,  which  I  believe  to 
be  unprofitable,  were  to  close, 
the  AAH  shareholders  would 
gain  by  retention  of  the 
wholesale  customers  and 
cutting  unnecessary  business 
costs. 

Surely  AAH  (Holdings)  Ltd  has 
not  fully  realised  the 
implications  of  this  relocation. 
If  they  wish  to  protect  the 
independent  pharmacies,  their 
customer  base,  and  contribute 
to  the  future  of  independent 
pharmacy  by  ensuring  the 
survival  of  the  greatest  number 
of  viable,  competitive,  sensibly 
distributed  pharmacies  —  with 
the  potential  to  reach  as  many 
customers  as  possible  and 
thereby  their  profits  —  then 
I  hope  they  will  reconsider 
their  actions  in  our 
neighbourhood. 

I  hope  they  will  see  the 
benefits  of  closing  their  own 
retail  outlet,  thus  reaping  the 
benefit  of  the  decision  based 
on  "new  contract"  regulations 
which  must  be  retained.  This 
decision  to  allow  no  new 
contracts  in  the  neighbourhood 
would  result  in  an  increase  of 
business  and  security  of  their 
wholesale  customers. 

Instead  of  posing  an 
additional  threat  to 
independent  pharmacy,  I  ask 
that  AAH,  together  with 
Unichem,  be  the  champions  of 
indepencjent  pharmacy  and, 
seeing  the  justice  of  my 
proposals,  act  accordingly. 


Pharmacy-go-round 

If  a  contract  is  granted  at  the 
application  site,  all  other 
pharmacies  are  at  risk,  possibly 
depleting  the  area  of 
pharmaceutical  services. 

Sequence  of  events: 

1.  Application  for  contract  for 
pharmacy  A,  made  in  the  last  few 
days  before  the  regulations  on 
restriction  of  contract  came  into 
force  some  years  ago. 

2.  A  few  years  later,  pharmacy  A 
was  sold  to  a  wholesaler  group. 

3.  Two  years  ago,  pharmacy  B 
closes  his  second  pharmacy  near 
the  application  site  because  of 
insufficient  business  in  that  area 
of  the  neighbourhood. 

4.  Pharmacy  C  expands  premises, 
taking  on  a  large  loan  to 
modernise  and  incorporate  a 
consultancy  area. 

5.  Last  year  the  GP  surgery 
applied  for  planning  permission 
to  move. 

6.  Pharmacy  D  applied  for  a 
contract.  FHSA  rejected. 

7.  Pharmacy  D  applied  for  a 
relocated  contract.  FHSA  rejected 
it  as  being  neither  necessary  nor 
desirable.  Pharmacy  D  appealed. 

8.  Pharmacy  A  applied  for  a 
"minor"  relocation.  FHSA 
rejected. 

9.  Pharmacy  A  applied  for  a 
"major"  relocation.  FHSA 
approved  as  necessary  and 
desirable. 

10.  Other  pharmacies  B,  C,  E  and 
F  appealed  against  FHSA  decision 
on  pharmacy  A. 

1 1 .  Pharmacy  A  appealed,  out  of 
time,  against  FHSA  minor 
decision. 


□  Fharmacy 
O  Surgwy 


12.  Pharmacy  D  appeal  rejected 
as  neither  necessary  nor 
desirable. 

13.  Appeals  body  upheld  the 
appeal  of  pharmacies  B,  C,  E  and 
F,  and  decided  the  pharmacy  A 
relocation  was  neither  necessary 
nor  desirable. 

14.  Appeals  body  upheld  the 
pharmacy  A  minor  appeal,  made 
out  of  time,  and  the  relocation  is 
permitted  as  minor. 


Stop  press: 

Mrs  Ramsdale  has  just  learnt  that 
the  site  to  which  pharmacy  A  was 
to  relocate  will  now  continue  as 
a  petrol  station  and  not  be 
redeveloped. 

Avon  FHSA  has  approved  two 
new  applications  by  AAH  —  for 
change  of  address  and  relocation 
of  pharmacy  A  to  the  other  side 
of  the  road.  She  is  to  appeal 
against  this  FHSA  decision. 
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MEET  SWAINS  AT  CHEMEX 

THE  FULL  LINE  PHOTO  WHOLESALER 

SEPTEMBER  12  &  13 
WEMBLEY  EXHBITION  HALL 


We  will  be  exhibiting  our  full  range  of 
Distributor  products  on  stand  L24,  along 
with  Gretag  who  will  be  demonstrating 
their  Master  Lab  throughout  the  show. 

These  are  all  high  profit  lines  and  are  in 
great  demand,  so  a  visit  could  help  you 
decide  on  your  pre-Christmas  stocks. 

Also  if  you  visit  Konica  on  stand  L16, 
you  will  find  a  further  range  of  our 
products. 

FOR  MORE  INFORMATION 
PHONE  OUR  HOTLINE 

0485-533393 
lllllllllllllllim^^^^ 


!1.3rid  House,  Wnslq./ilr,  hun 


Nurlolk,  PL  J'j  5tW  lel  0485  5  iJ39J  fjiO-lBS'ill 


OUR  2r^  ANNIVERSARY! 


THREE  PEARS 
WHOLESALE 

Di.strihutor.s  of  Toiletries,  Pharmaceuticals,  Fragrances, 
Household  &  Fancy  Goods. 

are  having  a  Trade  Show  on 
WEDNESDAY  15^"  SEPTEMBER 

Come  and  visit  us.  There  will  he  Raffles, 
Extra  Discounted  Prices,  Free  Gifts, 
Refreshments,  Stock  Deals,  Giveaways. 
Advice  on  Prcxiucts  

Over  50  multinational  manufacturers  all 
determined  to  make  your  visit  well 
worthwhile  -  You  can  not  miss  out  on  all 
THIS  EXTRA  PROFIT 

(Hours  2pm  till  9pm) 

THREE  PEARS  CASH  .Si  CARRY  LTD. 
STATION  ROAD,  ROWLEY  REGIS, 
WARLEY,  WEST  MIDLANDS  B65  OJY. 
Telephone:  021-559-5351/2    Fax:  021-559-5353 
(  1  mile  from  Junction  2,  off  the  M5) 
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KNOCHTOiUT 
FROM  ±Hife  BEST 


iWS 
SELLER 


% 


Traiisv.isin  Heat  Rub  is  .1  bl^  hit!  WidcK'  prescribed  ,md 
reconiiiiended  h\  i]\''s  tor  more  than  tweiitv  vears.  it  has  a 
heavyweight  reputation  tor  proxiding  effective  reHet". 

So  iiuich  so  that  it  continues  to  be  the 
biggest  seUiiig  single  heat  rub  pack  in 
the  topical  analgesic  market. 

Now,  here's  news  that  will  knock  vou 
iout!  The  stj-ongest  e\er  brand  support 
eaiiipaigii  ensures  the  strongest  opportunit\- 
tor  e\'en  more  profitable  growth. 


We're  leading  the  way  with  a  hard  hitting  national  consumer 
,id\-ertising  campaign  and  knockout  promotional  offers. 

T  ransvasin  Heat  Rub  is  now  also  ax  ailable  111  a  new  biL;!j;er 
\alue  Si)g  pack.  So  the  Transvasin  range 
lit  41  Ig,  SOg.  and  heat  spiMw  prcnades 
ew'ii  more  sales  opportunities. 

So.  it  \-ou  want  rapid  etfectu'e  relief 
tor  \-our  customers  -  and  rapid  eft'ectu'c 
viles  tor  Nourselt  -  back  the  ch.impion: 
stock  up  with  Transwisin,  now. 


^  Seton 

^  Heafthcare  Group  pic 

Seton  Healtlieare  Group  pie.  Tubiton  House.  Oldham  OLI  3HS.  England.  Telephone: 

Ti  n.^x  iMii  I,  ..  Tr.Kk  Mirk  .•!\^r,.,, 


ADVERTISEMENT  FEATURE 


Thera-Med 


a 


cocktaU  for  success 


The  launch  by 
Henkel  Cosmetics 
of  Thera-Med,  the 
first  2-in-1 
toothpaste  and 
mouthwash,  has 
left  retailers  across 
Europe  with  a 
reason  to  smile.  The 
winning 

combination  has 
now  been 
introduced  into  12 
European  countries 
over  the  last  nine 
months  —  most 
recently  into  the  UK 
—  and  has  been  a 
runaway  success 


Thera-Med  Liquid  2-in-1  offers 
complete  care  and  freshness  in 
one  easy-to-use,  gel 
formulation. 

The  innovative  new  liquid  gel 
penetrates  between  the  teeth, 
producing  a  high  density, 
non-abrasive  foam  while 
brushing  to  thoroughly  clean 
and  provide  protection  against 
harmful  bacteria.  At  the  same  it 
provides  lont,  lasting  freshness 
with  its  powerful  mouthwash 
ingredients. 

This  convenient  2-in-1  has 
made  a  huge  impact  providing 
consumers  with  the  optimum 
solution  to  modern  oral 
hygiene. 

"Even  though  it  has  shown 
impressive  growth,  mouthwash 
is  regularly  used  in  only  15  per 
cent  of  households,"  says  David 
Cochrane,  executive  director  of 
Henkel  Cosmetics. 

"While  consumers  feel 
slightly  guilty  about  not  using 
mouthwash,  it  is  just  an 
additional  chore  to  most  of 
them  when  they  are  trying  to 
get  to  work,  deal  with  the 
family  in  the  mornings  or  are 
exhausted  and  longing  for  bed 
in  the  evenings. 

"Hence  the  2-in-l  is  the  ideal 
product,  taking  away  the  guilt 


factor  by  providing  a  really 
effective  yet  convenient  answer 
to  the  problem." 

Thera-Med's  active 
ingredients  are  sodium  fluoride, 
for  prevention  of  dental  caries, 
boosted  by  sodium 
azacyclopheptane 
diphosophonate  (AHP)  —  the 
latter  being  a  patented 
ingredient  produced  exclusively 
by  Henkel  and  proven  to  be 
effective  against  tartar.  Special 
silica  cleansers  are  effective 
against  plaque,  yet  gentle  on 
enamel  and  gums. 

Europe's  success 
story 

This  unique  2-in-l  benefit  has 
been  well-received  throughout 
Europe,  with  sales  exceeding  all 
forecasts. 

"According  to  latest  research, 
sales  in  ordinary  toothpastes 
across  Europe  are  seeing  little, 
if  any  growth. 

"Even  in  northern  Europe, 
where  the  oral  hygiene  market 
has  traditionally  been  strong, 
manufacturers  are  finding 
themselves  increasingly  under 
pressure,"  says  Mr  Cocnrane. 
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National  multimedia  boost 


Stockists  of  Thera-Med  Liquid  2-in-1  will  benefit  from  a  £2.25  million  support  package  for  the 
brand  until  December  this  year. 

A  heavyweight  national  television  campaign  will  be  networked  across  the  country  during 
September  and  October.  The  commercial  features  a  barman  demonstrating  the  unique 
"toothpaste  and  mouthwash  cocktail"  which  is  the  key  benefit  of  the  brand  and  it  will  be 
screened  on  prime  time  television  between  the  most  popular  programmes. 

The  television  campaign  will  be  supported  by  an  extensive  PR  and  sampling  campaign  to 
heighten  consumer  awareness  and  generate  trial  and  a  further  multi-million  campaign  is  planned 
for  1994. 


'Thera-Med  Liquid  is 
currently  rejuvenating  the 
market.  Consumer  trial  and 
brand  switching  has  proved  to 
be  very  high  and  brand  loyalty 
is  building  rapidly." 

Experience  in  Europe  has 
shown  that  the  product's 
positioning  in-store  is  key  to  its 
success.  Sales  almost  double 
■Nhen  it  is  placed  in  the 
toothpaste  section,  rather  than 
with  mouthwashes. 

In  Germany,  Thera-Med  2-in-1 
took  5  per  cent  of  the  market  in 
ts  first  four  months  on-shelf 
and  won  a  coveted  trade  prize 
as  the  most  successful  product 
aunch  of  the  last  year. 

The  first  few  weeks'  response 
:o  its  launch  in  the  UK  seems  to 
30int  to  similar  success  here 
A/ith  almost  universal 
acceptance  and  stocking  across 
:he  trade. 

Styled  for  success 

Dne  of  the  product's  most 
appealing  characteristics  is  its 
nnovative  packaging  that  not 
3nly  stands  out  on  shelf  but  has 
Jnique  consumer  benefits  as 
/veil. 

its  striking,  tamper-evident 
'5ml  pack  makes  it  look  quite 
:iifferent  to  any  other  oral 
lygiene  product  on-shelf  and 
las  proved  very  attractive  for 


everyday  use  in  the  home  with 
Europeans  everywhere. 

Available  in  two  variants,  a 
blue  "Cool  Mint"  and  green 
"Fresh  Mint",  the  clear  squeeze 
bottles  allow  the  colour  of  the 
product  to  dominate,  providing 
a  strong  visual  aid  to  flavour 
preference  and  a  dramatic 
backdrop,  providing  a  red  and 
blue  Thera-Med  logo  and 
"2-in-1"  flash  on  the  front  of 
the  pack.  The  compact 
packaging  allows  three  facings 
of  Thera-Med  Liquid  for  the 
length  of  each  standard 
toothpaste  pack.  And,  for  the 
independent  chemist,  a  two-tier 
counter  unit  has  been  specially 
developed. 

In  the  home,  the  Thera-Med 
pack  is  stable  and,  unlike  most 
toothpastes,  stands  upright. 
The  design  also  allows  for  the 
product  to  be  turned  on  its  lid 
to  allow  100  per  cent  product 
usage. 

The  gel  formulation,  while 
liquid,  does  not  drip  from  the 
toothbrush  and  it  doesn't 
coagulate  around  the  neck  of 
the  bottle  or  leave  messy 
splodges  on  the  basin  — 
characteristics  of  standard 
toothpaste  which  Henkel 
Cosmetics'  research  found  to  be 
particularly  irritating  to 
consumers. 

The  price  is  right 

Extensive  consumer  research 
pre-launch  showed  the  rsp  of 
£1.55  to  be  the  optimum  price 
to  gain  wide  penetration  of  the 
product  and  to  quickly  build 
mass  consumer  loyalty. 

"While  we  could  have  sold 
the  product  at  a  higher  price, 
our  main  aim  is  to  gain  brand 


penetration  rather  than  to 
establish  short  term  financial 
gam  with  a  product  which,  at  a 
higher  price,  might  have 
become  a  niche  market  item," 
says  Mr  Cochrane.  Nevertheless, 
the  price  represents  a  premium 
and  is  thus  expected  to  increase 
the  value  of  the  toothpaste 
sector,  as  well  as  trade  margins. 

To  the  consumer,  however,  it 
is  extremely  competitive, 
providing  the  bonus  of  being 
cheaper  than  the  cost  of  both  a 
toothpaste  and  mouthwash,  as 
well  as  lasting  up  to  20  per  cent 
longer  than  an  average 
toothpaste,  since  less  is  used  on 
the  brush. 
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hen  you're  dispensing  tablets  and  capsules  into  a  Monitored  Dosage  System, 
don't  waste  time  wrestling  with  strips  or  blister  packs. 

•  Bulk  pack  generics  beat  blister  packs  for  convenience  -  and  that's  a  fact. 

•  Pushing  out  tablets  and  capsules  from  strip  packs  takes  up  valuable  time. 
This  is  why  Monitor  Pharmaceuticals  Ltd.  have  produced  a  range  of  generics 

which  don't  come  in  blister  packs  -  but  in  BULK. 

9  Al!  the  products  are  top  quality  and  are  available  at  such  competitive  prices 
that  you  don't  have  to  pay  more  for  convenience. 

9  All  containers  are  barcoded  to  allow  identification  and  labelling  when  using 
the  "Littlefoot"  computer  program. 

BULK  packaging  is  absolutely  ideal  for  pharmacists  operating  Monitored  Dosage 
Systems  of  any  variety.  If  you  operate  a  Monitored  Dosage  System  or  are  just 
interested  in  the  advantages  that  BULK  packaging  can  offer,  then  contact 
Clare  Acton  on  061-406  7177  TODAY. 


^^t^^aceuticals 

Limited 


arjpaceuticals  Ltd.,  5  Miltdn  Court,  Hirsfield  Way, 
!fflBmaal  Estate,  Bradbury,  Stockport, 
'e,  SK6  2TD.  Tel:  061-406  7177.  Fax:  061-406  71&B. 


Counter  trade  slump 


A  successful 
husband  and  wife 
team  have  a  front  of 
shop  problem. 
Consultant  John 
Kerry  suggests  some 
radical  changes 
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Meds 


Pharmacy  type: 

Independent  sole  trader 
Locations: 

Main  High  Street,  small 

London  borough 
Type  of  premises: 

Victorian  double-fronted; 

380sq  ft  selling  area 
Products: 

Conventional,  plus  ethnic 

toiletries  and  hair  care 
Competition: 

Nothing  within  a  mile; 

main  shopping  centre  and 

market  with  two  other 

pharmacies,  drug  stores 

and  market  stalls 


Within  a  dozen  underground 
stations  of  the  Capital's  centre, 
this  pharmacy  stands  in  a 
Victorian  main  street,  far 
removed  from  the  glitz  and 
glamour  just  a  few  miles  away. 

Ten  years  have  passed  since 
Mr  W  bought  this  once 
run-down  pharmacy  in  a  High 
Street  which  decades  before 
teemed  with  local  shoppers. 
Although  Mr  W  has  turned  the 
business  around,  he  cannot  halt 
the  developers,  who  appear  to 
be  pushing  ahead  with  major 
construction  projects  with  little 
concern  for  the  community. 

Dual  carriageways  on  stilts 
carve  through  the 
ineighbourhood  at  chimney  pot 
level,  and  smart  office  blocks 
are  being  erected  on  land 
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which  was  once  devoted  to 
terraced  housing. 

Not  to  say  that  it  has  all  gone 
—  It  hasn't.  The  borough, 
although  scarred,  is  still  a  good 
place  to  live,  but  it  is  not  the 
same  as  it  was,  according  to  Mr 
W.  A  block  of  flats,  once  home 
for  scores  of  local  families. 


is  now  mainly  occupied  by 
newcomers,  who  hardly  ever 
visit  the  High  Street.  They  shop 
a  mile  away  at  the  new  precinct 
and  market. 

Mr  W's  shop  IS  the  brightest 
beacon  in  this  run-down  street. 
Many  of  the  neighbouring 
retailers  have  moved  to 


pastures  new  and  have  been 
replaced  by  businesses  unlikely 
to  attract  throngs  of  shoppers. 

Like  many  retail  pharmacies 
in  a  similar  situation,  this  one 
has  a  reasonable  turnover  and 
can  survive  —  providing  the 
community  is  there  to  be 
served. 
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But  the  fact  that  it  is  a 
shrinking  and  changing 
community  means  Mr  W  has 
always  to  adapt  to  cater  for 
their  new  demands.  The 
dilemma,  of  course,  is  how  to 
increase  turnover;  major 
changes  beyond  his  control 
make  it  difficult  enough 
to  maintain  the  business 
he  has. 

If  no  more  civil  engineering 
developments  are  forecast,  the 
prospects  for  growth  are  fair, 
Mr  W  estimates  that  there  will 
be  a  slight  increase  in  the 
population.  The  new  residents, 
younger  couples  with  families, 
are  slowly  replacing  the  older 
couples  and  singles. 

See-saw 

The  pharmacy  is  unopposed 
locally  and  is  central  to  the 
community,  albeit  not  among 
the  superstores.  Prescription 
business  has  see-sawed  during 
the  past  ten  years  during  Mr 
W's  occupancy.  Apart  from  the 
building  work  and  population 
shifts,  local  GPs  have  proved 
unreliable. 

A  new  health  centre  nearby 
once  held  two  practices  and 
five  doctors.  Now  there  is  only 
one  practice  of  two.  Script 
numbers  dropped  when  one 
practice  moved  to  the  centre, 
but  they  have  come  back  slowly 
and  are  still  increasing.  There  is 
no  substitute  for  good  location 
and  good  service. 

The  statistics  are  quite 
straightforward.  In  the  year 
ending  April  30  1992,  this 
pharmacy  turned  over 
£315,000,  a  £29,000  rise  on  the 
previous  year.  Careful  buying 
and  stock  control,  coupled  with 
the  nature  of  the  business, 
provides  a  handsome  gross 
profit  of  around  33  per  cent. 

Overheads  which  would 
make  most  of  you  envious  (well 
under  10  per  cent)  leave  a  net 
profit  you  certainly  could  not 
complain  about. 

This  is  essentially  a  husband 
and  wife  business  with  just  one 
other  member  of  staff  —  hence 
the  low  wage  bill.  The 
incredibly  low  rent  and  rates 


figure  is  real,  but  for  £3,000  you 
would  be  lucky  to  get  a  lock-up 
market  stall  in  most  towns.  The 
remainder  of  the  business's 
expenditure  is  likewise  minimal, 
giving  Mr  and  Mrs  W  a  good 
reason  for  opening  up  every 
day. 

Most  pharmacies  with  their 
own  small  business  would  be 
surprised  to  hear  that  Mr  and 
Mrs  W  are  not  entirely  happy 
with  their  lot. 

What  these  figures  do  not 
reveal  is  what  has  happened 
since  April  1992.  In  the  16 
months  since  then,  although 
script  business  has  trickled 
upwards,  counter  trade  has 
slumped  —  nay  plummeted  — 
from  around  £10,000  per 
month  to  £6,500  per  month  and 
it  is  not  getting  any  better. 

This  dramatic  fall-off  in 
counter  trade  coincides 
historically  with  the  completion 
of  road  works  and  the 
demolition  of  nearby  flats. 

The  maintenance  of 
prescription  numbers  does 
credit  to  the  service  offered  and 
the  location  of  the  shop,  but 
the  figures  emphasise  the  need 
to  regard  the  front  shop  and 
back  shop  as  different 
businesses. 

It  is  plain  to  Mr  W  that  the 
new  community  sees  this 
particular  pharmacy  as  the  right 
place  to  visit  to  have  their 
prescriptions  dispensed  but  the 
wrong  place  for  purchasing 
toiletries,  baby  goods  and  the 
like. 

Mr  W  is  competitive  on  price, 
but  the  nearby  market  has 
prices  that  he  could  not  even 
buy  at.  The  brand  names  may 
not  be  familiar,  but  "never 
mind  the  quality,  feel  the 
width"  seems  to  prevail. 

Mr  W  is  able  to  get 
department  sales  from  his  till 
readings  and,  although 
rudimentary,  provide  a  useful 
analysis  and  management  tool 
(see  table  below).  To  persuade 
the  locals  to  change  their 
buying  habits,  Mr  W  has  to  take 
some  radical  steps.  In  this 
instance,  cosmetic  changes  just 
won't  do. 


Recent  average  month  till  takings,  showing  shelf  space 
given  to  products 


Department 

Sales  £ 

%  sales 

%  shelf 

space 

950 

12.2 

•  Pertiune 

200 

2.6 

6.5 

[  OTC  meciicines 

2,550 

32.6 

13.0 

:  Photo 

850 

10.9 

3.2 

;  Toiletries,  etc 

2,000 

25.6 

45.0 

i  Cosmetics/skin 

250 

3.2 

13.0 

r  Baby 

800 

10.3 

16.0 

:  Electrical 

200 

2.6 

3.3 

7,800 

100 

Sales 

315,400 

286,500 

Opening  stock 

34,300 

32,200 

Purchases 

202,800 

195,500 

Closing 

(27,800) 

(34,300) 

209,300 

193,500 

Gross  profit 

106,100 

93,000 

(33.6  per  cent)  (32.5  per  cent) 

Interest  received 

500 

200 

SUV,  UUV 

Salaries 

9,200 

4,400 

Rent/rates 

3,000 

2.900 

Motor 

1,800 

1,200 

Insurance 

800 

900 

Repairs 

300 

200 

Phone  and  post 

1,100 

1,200 

Print/stationery,  adverts 

200 

Sundries  and  subs 

900 

900 

Heat  and  light 

1,100 

1,000 

Leasing 

1,400 

900 

Bank  interest 

200 

2,200 

Legal  and  professional 

2,200 

600 

Accountancy 

900 

900 

Depreciation  vehicles 

400 

500 

Depreciation  fix  and  fittings 

1,300 

1,200 

24,800 

19,000 

Net  profit 

81,800 

74,200 

(25.9  per  cent)    25.9  per  cent) 

Recommendations 

Department  and  shelf 
allocation:  The  simple  analysis 
table  demonstrates  some 
glaring  errors  in  the  allocation 
of  space  to  departments. 
OTC  medicines  with  nearly 
one-third  of  the  business  should 
have  at  least  double  the  space 
allocated.  Perfume  occupies 
prime  fixtures  and  contributes 
too  little  to  the  turnover  to 
justify  more  than  one  wall  and 
fitment. 

Cosmetics  and  skincare  are 
failing  badly.  The  local 
population  are  virtually 
ignoring  this  pharmacy  when 
they  want  these  products. 
Currently  occupying  four 
fixtures,  the  space  should  be 
halved,  particularly  bearing  in 
mind  the  recommendations 
made  later. 

The  toiletries  department, 
which  as  usual  includes  all  the 
miscellaneous  sales,  probably 
takes  up  too  much  space. 
Because  the  recommendation  is 
that  Mr  W  has  a  sales  drive  on 
this  business,  it  may  be  wise  to 
leave  the  allocation  as  it  is. 
Babycare,  photographic  and 
electrical  can  also  be  left 
unchanged. 

Stock:  If  the  new  and  growing 
population  wants  very 
low-priced  stock  and  are  not 
concerned  about  big  name 


brands,  Mr  W  should  stock 
them.  It  would  be  best  to 
experiment  with  a  dozen  fast 
movers  at  first  and  increase  the 
range  if  demand  justifies. 
Prices:  a)The  market  stall  stock 
needs  to  be  priced  low;  it  must 
compare  favourably  b)Normal 
branded  stock  will  still  be  in 
demand  and  could  sell  more  if 
the  already  low  prices  are 
emphasised  more  with  barkers 
and  shelf  edge  tickets. 
Communications:  A  new 
low-priced  stock  policy  will  take 
a  while  to  become  well  known 
in  the  community.  The  process 
should  be  accelerated  by 
monthly  leaflet  drops,  window 
posters  and  in-shop  signs  (ie  not 
barkers  but  A4  size  cards). 
Shop  layout:  There  is  a  definite 
fitment  layout  problem.  The 
gondolas  provide  a  corridor  for 
customers  which  has  to  be 
remedied  —  see  layout  plan. 
Departments  and 
merchandising:  Certain 
modifications  have  been 
proposed,  but  these  are  only 
supportive  to  the  main  work. 

If  one  was  to  spend  many 
days  researching  and  studying 
the  problems  associated  with 
this  business,  a  different 
conclusion  and  remedy  might 
be  proposed.  A  different  set  of 
recommendations  could  be 
offered  for  the  situation  as  it 
appears  from  this  brief  study. 


SMILE-EZY  with  HERP-EZY  lipsalve 
Ideal  for  Sun  and  Snow 


AGENTS  AND  DISTRIBUTOR 
ENQUIRES  INVITED 

Chemists  -  send  letter  heading  for  free  sample  to 
A.l.T  P.O.  Box  2485.  London  NWS  7SQ 
Tel:  071   431   8181      Fax:  071   435  9140 
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Busincssnews 


Chartex 
happy  with 
Femidom 

A  year  after  the  launch  of 
Femidom,  the  first  female 
condom,  manufacturers  Chartex 
say  they  have  reached  all  their 
targets. 

Chartex  were  unable  to  give 
sales  figures  for  the  year  but  say 
that  Boots  have  reported  higher 
than  expected  sales.  Within  the 
grocery  trade,  July's  figures  show 
a  2.4  per  cent  market  share  by 
value  which  is  double  the 
previous  month's  volume.  And  a 
recent  issue  of  More  magazine 
indicated  usage  of  the  Femidom 
as  being  9  per  cent. 

But  independent  statistics 
reveal  that  in  the  UK,  Femidom 
has  dropped  from  2  per  cent 
volume  at  launch  to  just  1  per 
cent  (at'DJuly  17,  pi  17). 

Chartex  are  aiming  for  a  2  per 
cent  share  of  the  worldwide 
contraceptive  market  within  five 
years,  some  2.5  million  women. 

Having  received  approval  from 
the  US  Food  and  Drug  Admin- 
istration they  hope  to  market 
Femidom  there  by  the  start  of 
next  year. 

Warner-Lambert 

Warner-Lambert  have  bought 
Cachou  Lajaunie,  makers  of 
the  Cachou  fresh  breath 
sweets,  for  an  undisclosed  sum 
through  Parke-Davis,  their 
confectionery  subsidiary,  says 
a  Financial  Times  report. 

Change  of  address 

Polyfarma  have  moved  to  F1 
Fareham  Heights,  Standard 
Way,  Fareham,  Hampshire 
P016  8XT.  Tel:  0329  827927. 
Fax:  0329  827928. 

UK  accounts  1992 

The  UK's  gross  domestic 
product  fell  by  0.4  per  cent 
between  1991  and  1992, 
according  to  the  UK  National 
Accounts  1992,  the  Central 
Statistics  Office  Blue  Book. 

Cyprus  number 

The  final  digit  was  omitted 
from  Cyprus  Classic  Confer- 
ences' phone  number  in  C&D, 
August  28,  p320.  The  number 
is  0235  771326. 

Patent  report 

The  first  full  year  report  of  the 
Patent  Office  as  a  trading  fund 
has  shown  a  surplus  to  end  of 
March  1993  of  £1.3  million. 
This  is  after  providing  for 
interest  on  debts  at  £600,000 
and  declaring  a  similar  div- 
idend on  dividend  capital. 
Copies  from  HMSO,  £11.50. 
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Fisons  pharmaceutical  division 
showed  "encouraging"  signs  of 
recovery  in  the  six  months  to 
June  3(i. 

Trading  profit  was  up  ,'52  per 
cent  to  £29.4  million,  while  sales 
from  continuing  businesses  in- 
creased by  22  per  cent  toX2L3.7m. 
Growth  in  the  US  and  the  UK 
offset  reductions  in  other  major 
markets  such  as  Italy  and  Ger- 
many, caused  by  government 
efforts  to  cut  healthcare  costs. 

And,  for  the  first  time  in  two 
years,  the  results  were  not  held 
back  by  supply  and  regulatory 
problems. 

The  division  will  continue  to 
develop  collaborations  with  other 
companies,  says  managing  direc- 
tor Mike  Redmond,  and  expects 
to  announce  in  the  coming  months 
"a  number  of  steps  that  have 
important  strategic  implic- 
ations". 

While  the  development  of 
tipredane  —  a  steroid  treatment 


for  asthma  and  rhinitis  —  was 
discontinued  in  April,  the 
development  of  remacemide  —  a 
novel  compound  which  may  be 
active  in  central  nervous  system 
disorders  —  continues. 

No  POM  to  F  switches  are 
planned  for  the  immediate 
future.  A  new  £29m  chemistry 
and  biochemistry  building  in 
Loughborough  is  to  be  opened 
officially  next  week. 

The  group  as  a  whole  reported 
profit  before  tax  of  £42.3m,  up  5 
per  cent  from  the  first  half  of 
1992.  Total  sales  increased  by  14 
per  cent  to  c£651.4m.  Earnings 
per  share  remained  the  .same  at 
4.2p  and  the  dividend  is 
maintained  at  3.3p  per  ordinary 
share. 

Sales  in  the  scientific 
equipment  division  were  up  18 
per  cent  to  <£360.6m  but  trading 
profit  declined  23  per  cent  to 
£13.2m  because  of  a  loss  at  Fisons 
Instruments. 


Reckitt  half-year  profits  up 


Reckitt  &  Colman's  half-year 
pre-tax  profits  of  £153.2  million 
are  up  14.2  per  cent  on  the 
previous  year. 

Sales  and  operating  profits  are 
also  up  by  14  per  cent,  but  the 
underlying  rise,  excluding  the 
exchange  rate  benefit,  was  only  3 
per  cent  in  the  half-year  to  the 
end  of  June.  The  group  increased 
interim  dividend  by  8.4  per  cent 
from  5.95p  to  6.45p. 

Operating  profit  margin  is 
maintained  at  16.2  per  cent, 
reflecting  both  the  emphasis  on 
new  product  development  and 
the  drive  for  operating  effi- 
ciencies, say  Reckitt  &  Colman. 

Borrowing  has  been  reduced, 
with  net  debt  falling  to  £31 1.9m 
at  the  end  of  the  half  year,  down 
from  £314.7m  at  the  year-end.  By 
the  end  of  1993,  debt  is  expected 
to  fall  to  about  £250m  barring 
acquisitions  or  changes  in 
exchange  rates. 

Cash  flow  remains  strong  with 
net  inflow  from  ordinarx'  oper- 
ations of  £42.2m. 

Strong  performances  were 
seen  in  the  pharmaceuticals 
sector,  with  Lemsip  increasing  its 


UK  market  share  and  the 
relaunch  of  Fybogel.  The 
household  and  toiletry  sector  was 
strengthened  by  the  introduction 
of  new  products  into  the  air 
freshener  market. 


Roberts  buy 
line  from 
BMS 

Roberts  Pharmaceuticals  have 
signed  a  letter  of  intent  to  acquire 
ten  products  from  Bristol-Myers 
Squibb. 

The  products  are:  Colace, 
Peri-Colace,  Saluron,  Salutensin, 
Florinef,  Mucomyst,  K-Lyte, 
Squibb  mineral  oil,  glycerin 
suppositories  and  cod  liver  oil. 

I^oberts  expect  to  acquire 
marketing  rights  for  products  in 
the  US  and  Canadian  markets. 

Bristol-Myers  Squibb  will 
continue  to  manufacture  the 
products  for  a  specified  period  of 
time.  The  transaction,  which 
must  be  approved  by  each  of  the 
companies'  board  of  directors  and 
is  subject  to  review  by  federal 
agencies,  is  expected  to  be 
completed  before  the  end  of 
September. 

IPC  win  PoS 
contract 

IPC  Corporation  (UK),  formerly 
IPL,  have  announced  a  £2  million 
contract  for  1,15,5  IPC  point-of- 
sale  (PoS)  terminals.  The  con- 
tract will  be  supplied  directly  by 
Singapore  parent  company,  IPC 
Corporation,  with  a  Polish  gov- 
ernment-linked company. 

This  is  the  largest  single  PoS 
contract  awarded  since  the 
introduction  of  the  Fiscal  Law 
(a.ssociated  with  the  collection  of 
value  added  tax)  in  Poland  in 
early  July.  The  installations  will 
be  in  place  before  the  end  of  1993. 
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The  Noritsu  team  with  the  new  managing  director.  .Mr  Shuji  Okada,  at  the 
Capital  Expo  93  supporting  "Help  a  London  Child"  by  donating  sales  from 
enlargements  processed  on  the  day  to  the  charit>' 
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Chemex  -  your  opportunity  to  meet. . . 


•  AAH  Pharmacculicals 

•  C(X>pcr.  James 

•  Gral'ion  Internalional 

•  Linden  Leisure  Ltd 

■  Phannadass  Lltl 

•  Slarion  Cosmetics  Lkl 

•  Agfa 

•  Cosmetics  fntcrnational  Group 

•  Grelag  Lid 

"  Lothian  Herbs 

•  Phillips 

•  Stei'wiii  Mctlicines 

•  ApplewtHxIs  Inicrnaiional 

•  Cow  &  Gate 

•  H  +  H  Syslems 

•  MacDonald  &  Taylor 

•  PinewtMKi  Healthcare 

•  Surgi  Chcni 

•  APS  /  Berk 

•  CPPE  Pharmacy  Dcparlmcni 

•  Hadlcy  Hull  Computing  Ltd 

•MAM  (UK)  Ltd 

•  Pi/az/  Spoil  Internalional 

•  Swatkllers 

•  Aslonish  Products  Lid 

•  Cr<K)kcs  Hcallhcure 

"  Hardware  Mainlenance  Services 

•  Mavala 

•  Point  of  Sale  Centre 

"  Swains  International 

•  Allanlis  Inicrnaiional 

•  Danielle 

•  Health  F(hkI  Business 

•  Mayfair  Cosmetics 

•  Pollers  (Herbal  SiippHes)  Ltd 

•  Systemec  {Showcases  &  Counlc 

•Bahyliss 

•  Davina  Health  &  Fitness 

•  Health  Perception 

•  Medela  AG 

•  Precisa  Balances 

•  TDK 

•  Bacli  Flower  Remedies 

•  DDS  Shopliliers 

•  Heallherafts  Lid 

•  Medielile  pic 

•  Prelly  Polly  -  FIbeo 

•  fhe  (iroccr 

■  Barclay  Rnlcrprisc 

•  Designer  Allernalivcs 

•  Healthe/c 

•  Meniholaium 

•  Proprietary  Articles  Trade  Ass. 

•  Thermos  l.kl 

■  Baucrlcind  UK 

•  Direct  Perception 

•HeallhililcLid  1 

•  Meridian! 

•  Quest  Consumer  PrtxIucts 

•  Three  Spires  Pharmaceuticals 

•  Bcauiy  Counter 

•DMCCrcalivcWorkI 

•  Healthslyle  Ltd 

•  Miles  Group 

•  Ragolds 

■  Tluiisciay  Planlalioii 

•  Bcndicks  of  Maylair 

•  Doncasier  Pharmaceuticals 

•  Hermes 

•  Milupa  Lid 

•  Reattyspex  Ltd 

■  Timeseo 

•  Bio  Concepts  Lid 

•  Dorling  Kindersley 

•  Honeyrose  Prtxlucls 

•  Monitor  Dosage  Syslems 

•Reckill&  Coleman 

■  Tisscrand  -  Aromatherapy 

•  Body  Naiuralle 

•  Duraccll 

•  Hospital  Melalcrall  ^ 

•  Morphy  Richarils 

•  Remingfon 

Products  Ltd 

•  Bratin 

•  Eaglet  Industry  Ltd 

•IPMI  J 

•  Napp  Laboratories 

•  Rhone  Polenc  Rorer 

•  Topps  Irehnui 

■  Brewhursl  Heahhfood  Supplies  Lid 

•  Ernest  Jackson 

'  Jackel  Inicrnaiional 

•  Nalional  Pharmaceutical  Association 

•  Rimmel  International  Ltd 

•  Torbct  Laboraiorie.s 

•Brila(UK) 

•  Eucaderm 

•  Jerome  Russell  Cosmetics 

.  NCVQ 

•  Roias  Distributors 

.  Traveller 

•  Brilannia  Healih  Products 

•  Eurochem 

•Jenks  Group 

•  Nelson.  A  &  Co 

•  Rosedew 

•  Tropicana  World 

•  Cedar  Health  -  Dr  Valnct's 

•  Eurt>pharni 

•  Jones  Packaging 

•  Nelson  &  Russell 

.  RPR  Family  Health 

•  Vilahioiics 

Aromatherapy 

•  Farmnatia  Carlo  Erba 

•  Just  Condoms  -  Jilh  Condoms  - 

•  New  Zealand  Natural  Food  Company 

•  Secto  Co 

•  Vilalograph 

"  Channel  Phamiacy  Systems  Lid 

"  Fayiiie  Signs 

Sime  Healih 

•  Norgine  Ltd 

•  Sensorniiitic 

•  Wassen 

■  Charwcll  Pharmacculicals  Lkl 

•  FDD  International 

•  Kabi  Pharmacia  --a 

•Nori!su{UK)Ltd 

•  Scion  Healthcare 

•  WcidcrThe  Total  Fitness  Coinpi 

•  Chcmisi  &  Diiitigi.sl 

•  Ferruris  Medical 

•  Kent  Cosmetics  Lul 

•  Opal  Crafts 

•  Shartlan 

•  Welcdu(UK) 

•  Chess  Inc 

•  Fotosiup  Express 

•  Kcnw(MKl 

•  P  1  Software 

"  Shirley  Price  Aromatherapy 

•  Wellcome  l-oinulalii>n 

•  C  iba  Gcigy  Pharmacculicals 

•  Fragrant  Memories  Ltd 

•  Kirby  Devon 

•  Panasonic 

•  Sidney  Strecl  Sliopliuing 

•  Wilkinson  Sword  Lid 

•  Chnrok; 

•  Fuji  Pholo  Film  (UK)  Lid 

•  Kitty  Little  Group  pic 

•  Parlums  le  Boscq 

•  Simc  Healih  (UK) 

•  William  Freeman  &  Co  l.kl 

•  Ciba.VfjlCVn-' 

•  GB  Kent  Ltd 

•  Kodak 

•Phanna  Nord  UK 

•  Simpkin  A  L  &  Co  Ltd 

•Windsor  Healthcare  Ltd 

-  Claytk>ft\<|ct\iOon!>  Ltd 

•  Gap  Research  Co  Ltd 

•KonicaUKLid 

•  Phamiaceuiical  Journal/ 

■  Simple  Software 

•  Yardley  Lentheric  Ciroup 

•  Clenic'nk0^d^j|iler(fauonal  . 

•  George  MS 

•  Lagap  Pharmaceuticals  :> 

Royal  Pharmaceutical  Soc. 

•  Sorbothane  UK 

•  /af 

•  Collcciion 

•  Goldshield  Pharmaceuticals 

•  Laughton  &  Sons  Ltd 

•  Pharmacy  Totlay 

•  Spectrum  Consumer  Protiucis 

•  Zeneca  Pharma 

^'G-R  Lane  Healih  Products 

i 

v--'ws^3f",j-,^gi.-.- *  Companies  represented  at  Chemex  as  of  1/8/93 

New  for  Chemex  '93  -  free  parking  for  over  6000  cars 
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Please  send  me 
Name  


free  tickets  for  Chemex. 


Company 
Address^ 


Postcode 


Please  send  me  further  information  about  exhibiting  at  Chemex  '93. 


Please  complete  this  lomi  and  return  to:  Chemex,  MGB  Exhibitions  Ltd,  Marlowe 

House,  109  Station  Road,  Sidcup,  Kent,  DAKS  7ET.  Tel:  081-302  721?  Fax:  OS  1-302  7205 
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Labour  urged  to  be 
flexible  on  Sunday  trading 


Labour  Party  leaders  will  he 
urged  to  adopt  a  more  flexible 
approach  to  Sunday  trading  at 
the  party's  annual  conference 
which  will  open  at  Brighton  on 
September  27. 

A  resolution  submitted  by  the 
Nottingham  East  constituency 
party  advocates  the  removal  of  all 
restrictions  on  Sunday  trading 
for  shops  with  premises  which  do 
not  exceed  3,000sq  ft.  It  argues 
that  such  busines.ses  are  usual Iv 


located  in  the  heart  of  communities 
and  provide  an  indispensable 
service  and  support  lor  local 
residents. 

The  resolution,  which  stresses 
that  any  changes  in  the  existing 
law  must  safeguard  the  employ- 
ment rights  of  shop  workers, 
warns  that  a  "free-for-all"  for 
large  superstores  would  cause 
enormous  damage  to  the  environ- 
ment through  increasing  traffic 
and  extra  litter  on  the  streets. 


EPoS  well  established,  says  NPA 


Electronic  point  of  .sale  (EPoS) 
systems  are  as  relevant  for 
smaller  pharmacies  as  for  their 
larger  counterparts,  a  survey  by 
the  National  Pharmaceutical 
Association  has  found.  EPoS 
.systems  designed  for  pharmacy 
are  now  fairly  well  established. 

The  survey,  detailed  in  the 
September  issue  of  The  Sup- 
plement, shows  that  EPoS  can 
have  a  major  influence  on  im- 
proving the  performance  of  a 
retail  business. 

Principal  effects  were: 

•  increased  turnover  based  on 
better  space  allocation 

•  fewer  lost  sales  through 
superior  stock  control 


•  imprcjvements  in  gross 
margins  through  better  pricing 
and  range  control,  and 

•  reduction  in  working  capital 
due  to  better  buying. 


Coming  Events 


Wednesday,  September  15 
Wirral     Branch     RPSGB  Social 
evening  —  c|iiiz  nii:;ht  at  Hpni  at 
Clatterbridge  Hospital  Postgraduate 
Centre. 

Thursday,  September  16 

Dundee  &'Eastem  Scottish  RPSGB 

Tour  of  Discovery  Quay  followed  by 
chairman's  reception  at  7.15pm. 
Further  information  from  Mr  G 
landsav.  branch  secretarv,  on  0382 
81(3663. 


Thanks  to  profit-taking  hy  investors,  share  prices  have 
come  off  their  best  levels  in  the  past  two  weeks.  And  market 
sentiment  has  turned  cautious  as  an  early  batch  of  company 
results  started  on  a  mixed  note.  Many  company  bosses  have 
warned  that  the  UK  economic  recovery  remains  weak. 

With  continuing  fears  of  tax  increases  also  preying  on 
investors'  minds,  analysts  expect  share  prices  to  become 
increasingly  volatile  until  the  Budget. 

Against  this  background,  the  pharmaceuticals  sector  has 
enjoyed  a  strong  rally,  led  by  heavy  buying  from  the  US.  The 
market  was  also  encouraged  by  a  recent  US  Press  report 
that  President  Bill  Clinton's  health  reforms,  due  later  this 
month,  are  likely  to  be  much  less  draconian  than  feared.  As 
a  result,  shares  in  most  healthcare  blue  chips  have  moved 
up  sharply,  with  Glaxo  and  Zeneca  leading  the  charge. 

Barely  two  months  ago,  Cdaxo  shares  were  threatening  to 
fall  below  the  psychologically  important  .SOOp  mark,  but 
have  staged  a  remarkable  recovery  on  the  back  of  rising 
optimism  on  the  regulatory  front. 

The  buying  interest  has  also  been  fuelled  by  expectations 
of  sound  full-year  results.  Analysts  forecast  that  taxable 
profits  for  the  year  ended  June  30  would  be  £1.63  billion,  up 
from  <£1.43bn  in  1992.  Underlying  sales  growth  was  expec- 
ted to  be  about  15  per  cent.  A  higher  final  dividend  should 
boost  the  year's  total  payout  to  20p  against  17p  a  share. 

Medeva,  the  OTC  medicines  group  which  made  a  profits 
warning  earlier  this  year,  has  also  attracted  bargain 
hunters.  Smith  New  Court  recommended  the  shares  on  the 
grounds  that  they  had  fallen  too  far  and  to  discount  all  the 
bad  news.  At  current  levels  they  are  trading  at  half  their 
peak  value. 

Shares  in  Lloyds  Chemist  continue  to  underperform  the 
market,  largely  because  of  negative  sentiment.  Both  AAH 
and  Unichem  have  seen  some  recent  buying  but  continue  to 
lag  cyclical  sectors. 
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For  up-to-date 
information  and  supplies 
or  contact: 

Grafton  International 

3-7  Farncote  Drive, 
Sutton  Coldfield  B74  4QS. 
Tel:  021  323  3800. 
Fax:  021  323  3590. 
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Substantial  growth  in  chemists' 

sales 


The  CBI's  latest  survey  of  retailing  shows  an  increase  in  sales  for  July,  with  pharmacists 
optimistic  of  a  further  improvement  during  August 


Modest  price  increases  and 
rising  retail  sales,  combined 
with  a  small  rise  in 
unemployment  and  a 
continuing  upward  trend  in 
manufacturing,  reflect  a  patchy 
recovery  but  suggest  that  the 
upturn  will  be  sustained. 

Official  figures  show  that 
retail  sales  were  up  0.7  per  cent 
in  the  three  months  to  July,  and 
by  3.6  per  cent  compared  with 
a  year  ago. 

The  average  value  of  sales  by 
retail  chemists  in  the  three 
months  March  to  May, 
excluding  National  Health 
Service  work,  showed  an 
improvement  of  more  than  8.25 
per  cent  on  the  same  time  last 
year.  In  the  previous  three 
months,  the  year-on-year  rate 
of  increase  was  4  per  cent. 


The  Confederation  of  British 
Industry's  latest  survey  of 
retailing  indicates  that  chemists 
saw  a  "substantial  increase"  in 
sales  in  the  year  to  July,  and 
that  they  expect  a  further 
improvement  in  August. 

Consumer  spending 

According  to  Barclays'  newly 
publishecj  economic  review, 
rising  consumer  spending  will 
be  supported  by  a  fairly  strong 
upturn  in  the  housing  market 
which  is  likely  to  develop  over 
the  next  1 8  months. 

Meanwhile,  new  information 
on  retail  price  inflation  reveals 
a  small  increase  in  the  headline 
figure  in  July,  with  the  price  of 
chemists'  goods  moderating  to 
an  annual  rate  of  increase  of 
3,6  per  cent. 


Price  rises  for  chemists'  goods  are  moderating 
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On  manufacturing,  a  glitch  in 
the  Government  numbers 
machine  will  significantly  delay 
the  release  of  detailed  figures 
on  pharmaceuticals  production 
for  the  first  quarter  of  the  year. 
Further,  the  new  method  of 
counting  trade  between  EC 
countries  means  that 
publication  of  reliable  figures 
on  imports  and  exports  is  still 
some  way  off. 

But  data  for  total  sales 
volumes  by  British 
pharmaceuticals  manufacturers, 
including  exports,  suggest  that 
there  was  little  change 
between  the  first  and  second 
quarters  of  1993.  Compared 
with  a  year  ago,  production  is 
over  1 1  per  cent  higher.  At  this 
time  in  1992,  sales  by 
pharmaceuticals  manufacturers 
were  showing  a  5.5  per  cent 
improvement  on  those  of  a  year 
earlier. 

Figures  for  total  sales  by 
British  perfumes  and  toiletries 
manufacturers  show  a  drop  of 
1.5  per  cent  between  the  first 
two  quarters  of  this  year,  to  a 
level  0.75  per  cent  higher  than 
in  the  second  quarter  of  1992. 

Confidence  rising 

Evidence  from  the  CBI's  latest 
industrial  trends  survey  is  that 
business  confidence  among 
pharmaceuticals  and 


manufacturers  of  other 
consumer  chemicals  has 
strengthened,  although  orders 
and  output  rose  less  in  the  four 
months  to  July  than  in  the 
previous  four-month  period. 

The  survey  suggests  that, 
during  the  same  period,  new 
orders  from  the  home  and 
export  markets  slackened. 
Looking  to  the  future,  the 
expectation  is  for  a  strong 
growth  in  home  orders  but  a 
small  downturn  in  business 
from  overseas. 

On  costs  and  prices, 
manufacturers  expect  average 
unit  costs  to  rise  more  strongly 
over  the  next  four  months  than 
the  past  four,  although  they 
judge  that  their  prices  to  the 
home  market  will  be  marginally 
lower. 

Pharmaceuticals  and 
manufacturers  of  other 
consumer  chemicals  are  still 
de-stocking  and  remain  a  long 
way  short  of  using  all  their 
capacity,  although  utilisation 
has  improved  considerably  since 
the  last  survey. 

A  small  increase  in  spending 
on  plant  and  machinery  is  on 
the  cards  for  the  next  12 
months.  Increased  efficiency 
and  replacement  of  existing 
plant  remain  the  chief 
reasons  for  planned  capital 
investment. 

%  change 


Period   Latest  Previous 

on  year 

Prices  and  costs 

Retail  prices  (Jan  1987=100): 

All  items 

Jul 

140.7 

141.1 

1.4 

Chemists  ijoods 

Jul 

15.3.4 

1,52.3 

3.5 

Producer  prices  (1985=100): 

Manulacluring,  excl  food 

Jul 

110.2 

110.1 

2.5 

Chemical  industry 

Jul 

110.5 

110.4 

3.8 

Pharmaceuticals 

Jul 

110.3 

11(1.0 

2.8 

Male  toiletries 

Jul 

128.0 

128.0 

6.8 

Other  toiletries 

Jul 

120.5 

119.6 

4.5 

Bandages 

Jul 

115.5 

115.8 

3.2 

Photographic  materials 

Jul 

114.8 

114.8 

5.7 

Average  earnings  (Jan  1988=100) 

Whole  economy 

Jun 

141.8 

141.3 

3.4 

IJistrihution  and  repairs 

Jun 

133.1 

131.4 

4.4 

Pharmaceutical  sales  and  overseas  trade  (£m) 

UK  manufacturers'  sales 

Qtr  4 

1986 

1691 

15.7 

UK  manufacturers'  exports 

()[<■  4 

897 

767 

17.4 

UK  imports 

Qtr  4 

493 

410 

26.4 

Estimated  home  consumption 

Olr4 

1.582 

13.34 

17.9 

Sales 

Consumer  spending  (£bn 

current  prices) 

(^Ir  1 

100.2 

98.6 

6.1 

Retail  sales  value  (1990=100) 

All  retail  businesses 

Jul 

110.0 

1(19.0 

6.0 

Chemists 

May 

in.d 

1(18.0 

6.0 

Business  indicators 

Average  earnings  (1988=100) 

Mar 

141.9 

141.5 

3.1 

Stock  changes  (Cm.  1985  prices) 

Wholesalers 

Ulr  1 

102.0 

266.0 

Retailers 

(itr  1 

-12,5.0 

200.0 

Unemployment  (UK,  percent) 

Jul 

10.4 

10.4 

6.1 

S(]urces:  Central  Statistical  Office, 

Depart  mcnt 

if  lanployment 
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APPOINTMENTS 


Territory  Managers 

OTC  Pharmaceuticals      Major  New  Venture 


These  are  exceptional  "ground  floor'  opportunities 
for  successful  and  ambitious  sales  representatives, 
witfi  a  minimum  of  one  year  s  experience,  to  join 
an  exciting  new  organisation,  destined  to  become 
a  major  force  in  the  OTC  pharmaceuticals  field  The 
newly-formed  UK  company  is  a  joint  venture 
between  Johnson  8  Johnson  and  Merck  Sharp  & 
Dohme,  and  will  market  an  OTC  product  range  of 
substance  and  variety 

We  now  seek  a  substantial  team  of  Territory 
Managers  to  cover  all  of  the  UK,  including 
Northern  Ireland.  You  would  report  to  one  of 
two  newly  appointed  Field  Sales  Managers,  and 
be  joining  an  elite  sales  force  in  preparation 
for  the  launch  of  the  company,  as  well  as  its 
product  range 

Following  an  initial  period  of  intense  training, 
you  would  be  assigned  to  a  territory  for  which 
you  would  have  a  high  level  of  responsibility, 
and  where  your  success  would  be  well  rewarded 
Your  role  would  involve  retail  and  direct 

^alentmark  f% 

Leaders  in  Health  Care  Recruitment 


work,  maximising  transfer  order  business, 
merchandising,  and  educating  pharmacy  staff. 

You  will  ideally  be  aged  24-40,  be  well  educated, 
and  possess  strong  selling  skills,  learned  in  a  blue- 
chip  company  environment.  You  should  be  a 
self-starter,  and  combine  the  highest  levels  of 
energy  and  commitment  with  the  ability  to 
assimilate  and  communicate  detailed  product 
information.  You  should,  therefore,  have  previous 
experience  in  OTC  pharmaceuticals  or  in  a  closely 
related  product  area. 

Salaries  for  these  key  posts  will  be  very 
competitive,  and  there  is  an  attractive 
performance-related  bonus  potential.  Benefits 
include  pension  and  life  assurance  schemes,  25 
days'  annual  holiday,  field  allowances  and 
company  car 

Please  write  or  phone  promptly  for  an  application 
form  or  send  a  compreliensive  curriculum  vitae  to 
Tony  Forbes-Leith  or  Jamie  Edwards: 


Talentmark  Limited,  King  House, 
11  Westbourne  Grove,  London  W2  4UA. 
Tel:  071-229  2266.  Fax:  071-229  3549. 


PHARMACIST  WANTED 

For  pharmacy  in  quiet  rural  seaside  town  in  West  Cork,  Ireland 
Permanent  or  long  term  locum  Flexible  hours 
Would  suit  more  mature  person 
Please  reply  in  writing  including  telephone  number  to 

Box  No.  C&D  3453 


CHICHESTER 

W.  SUSSEX 

Iinthusiasth  I'hitnnihisl  minii}<;ir 

reijiurcd  for  busy  phanihuy 
Mintmum  papcnvork.  Four  Jay 
iL'ii'k.  Excellent  sahiry  anJ  hi>nu\ 
ptiekdfie  negotiable. 

Please  telephone  Mr  B  Chotai 
on  0825  762959  (daytime)  or 
0323  899403 
(after  9pm  and  Sundays) 


MORAY  FIRTH 

Enlhusiastic  tull-time  Pharmacist 
required  to  run  two  part-time 
pharmacies  Located  in  two 
picturesque  fishing  villages 
Good  supporting  staft  Minimum 
paperwork  Competitive  salary 
(negotiable)  Newly  registered 
candidate  welcome 
Please  apply  in  writing  to 
Mr  C  McRoberts 
Listermac  Pharmacy 
3  Union  Street.  Port  Knockie. 
Buckle.  Banffshire  AB50  2LF 
or  telephone  0542  840268 


SALES  REPRESENTATIVE 

Format  Pharmaceuticals  Ltd 

IS  a  highly  successful  company  involved  m  the  sales 
and  distnbution  of  Genencs,  Parallel  Imports,  and 
Fine  Fragrances  to  retail  chemists. 

Due  to  our  rapid  growth  a  key  person  is  required  to 
service  new  and  existing  accounts  in  the  Cleveland  & 
Co.  Durham  area. 

Experience  is  essential,  combined  with  a  high  level 
of  communicatory  skills,  drive  and  commitment. 

In  return  we  offer  a  basic  salary,  commission,  and  a 
company  car. 

Applications  should  be  m  writing  only  to: 
Mrs  Sue  Robson  (Managing  Director) 
Format  Pharmaceuticals  Ltd 
8  Bailey  House,  Stargate  Industrial  Estate, 
Ryton,  Tyne  &  Wear  NE40  SEX 


IB 


Chemist  &  Druggist  SEPTEMBER  1  1  1993 


447 


APPOINTMENTS 


NEWLY  QUALIFIED  AND 
LOOKING  FOR  A  PHARMACY 
MANAGEMENT  POSITION 

Lloyds  Chemists  have  vacancies  for  newly  qualified 
Pharmacists  seeking  their  first  managerial  role  in  the 
community  pharmacy.  We  provide  a  comprehensive 

12  month  training  course  designed  to  develop  the 
counselling  and  communication  techniques,  retailing 
and  business  skills  that  are  essential  for  the  modern 
community  pharmacist. 
We  offer  an  excellent  salary,  plus  an  interest  free  loan 
of  up  to  £3,000  for  newly  qualified  Pharmacists;  also  a 
comprehensive  package  including  the  following: 


VACANCIES 


Continuing  education  programme  • 

Profit  related  bonus  scheme  • 

Loyalty  Bonus  t 

20%  Staff  Discount  # 

Unrivalled  promotion  prospects  • 

RPSGB  fees  paid  • 

Free  Private  Healthcare  • 

Four  weeks  paid  holiday  • 

Secure  Pension  Scheme  • 


WEST  WARWICKSHIRE 

BIR^MINGHAM 

ALFORD 

OXFORDSHIRE 

CAMBRIDGESHIRE 

SVdNDON 

GUILDFORD 

BRISTOL 

SOUTH  WALES 


We  may  well  have  a  vacancy  soon  in  YOUR  area. 
Please  register  vour  interest. 


CONTACT 


Mrs  Sandra  Williams,  Pharmacist  Recruitment  Officer, 
Lloyds  Chemists  Pic,  Manor  House,  Manor  Road, 
Mancetter,  Atherstone,  Warwickshire  CV9  IQY. 
Telephone:  Pharmacist  Recruitment  Hotline:  0827  713990 


BEXHILL- 
ON-SEA 

Superintendent 
Pharmacist  for  small 
family  retail  business  in 
Bexhill  on  Sea 

Friendly  atmosphere 

References  required 

Wages  negotiable 

Contact 
G  or  C  Soulsby  on 


ibi  a  healthy  outlook 
your  local  community 


CHEMISTS, 


Moss  Clicmists  is  one  of  Britain's  most  respected 
pliarmncy  chains.  For  over  75  years  customers  liave 
relied  upon  our  lii^h  standards  of  service  and 
professionally  trained  staff  Staff  who  listen  and  offer 
<^0(k1  advice  and  rci^nrd  themselves  as  ivry  much  part  of 
the  community  health  team. 

MANAGERS 

•  Colchester 

•  Newcastle  under  Lyme  •  Caerphilly 
•  Llandudno  Junction  •  Bristol 

•  Warrington  •  Welwyn  Garden  City 

•  Plymouth 

ContiniiiHl  growth  has  created  career 
opportunities  for  pharmacists  with  the  personality 
antl  drive  to  make  a  real  impact  on  local 
community  healthcare. 

Experienced  or  newly  qualified,  (full  training  will 
be  given)  we  need  an  individual  with  a 
commitment  to  patient  counselling,  coupled  with 
the  communications  skills  and  management 
qualities  to  actively  market  a  wide  range  of 
medicines,  healthcare  and  leisure  products. 

In  retLirn,  you'll  enjoy  the  full  support  of  a  highly 
professional  company,  modern  well  equipped  and 
efficient  facilities,  flexible  working  hours  and  a 
highly  competitive  salary  and  benelits  package.  This 
will  include;  PPP  membership,  pension  scheme  with 
life  assurance  and  generous  staff  discounts. 
Apply  with  CV  to:  Mr  Roger  Cotton  MRPharmS, 
Recruitment  and  Training  Executive,  Moss  Chemists, 
Fern  Grove,  Feltham,  Middlesex  TW14  9BD. 

IA7709 


TO 

ADVERTISE 
IN  THIS 
SECTION 
PLEASE 
PHONE 
JOE  DOVETON 
ON 

0732  364422 
EXT:  2314 


LOCUMS 


Provincial  Pharmacy 
Locum  Services 


DO  YOU  ENJOY  STRESS? 

The  'We're  setting  up  a  Locum 
Agency"  season  is  upon  us! 
If  you  enjoy  a  little  Russian  Roulette 
why  not  give  them  a  try! 

Alternatively  —  we  have  over  3000 
locums  registered  and  experience  of 
handUng  over  100,000  bookings. 
NATIONWIDE 

If  you  require  PEACE  OF  MINPi  cvctfr 
.  PLEASE  CALL  US  NOW!      1 0392422244 


iUATIONS  WANTED 


AGENTS 


J^SS  /  W.  LONDON 
■:i  OUNDS)  EXPERIENCED 
l4SIf  DAILY  REGULAR 
MOh  M.  mURS  POSSIBLE 


(0954) 


PliM.$£  CONTACT 


89 


Anytime 


ESTABLISHED  OPTICAL  PRODUCT 
COMPANY  REQUIRES  AGENTS  FOR 
MOST  AREAS  IN  UK 

FAX  I  PHONE  STEVE  IVES 


(0305)  761483 


Office 
hours  only 
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BUSINESS  FOR  SALE: 


AGENTS  REQUIRED 

Agents  required  for  most  parts  of  tfie  country,  to 
sell  a  very  competitive  range  of  generics,  P.i.s 
and  OTC's. 

We  are  a  fast  expanding,  progressive  company, 
and  seek  people  witfi  first-class  pfiarmacy 
connections. 

Good  rates  of  commission  paid. 

For  further  details  please  contact  Mr  D  Farmer 
White  Rose  (Pharmaceuticals)  Ltd 

Common  Road, 
Dunnington,  York  Y01  5RS 
Telephone:  (0904)  488110 


AGENTS  WANTED 

Format  Pharmaceuticals  Ltd,  a  rapidly  expanding 
company  based  in  the  North  East,  require  Agents  calling 
on  chemists  in  England,  Scotland,  Ireland  and  Wales. 
Excellent  commission  paid  on  every  sale. 
Please  phone  Sue  Robson  on 
(091)  413  1014 


< 


ALLIANCE  VALUERS  & 
STOCKTAKERS 

120  Pannal  Ash  Road,  Harrogate  HG2  9AJ 
Telephone  Harrogate  (0423)  531571 

SPECIALISTS  IN  ACCURATE 
STOCKTAKING  AND  THE  SALE  AND 
VALUATION  OF  PHARMACIES 
NATIONWIDE 


ACCOUNTANCY 


ACCOUNTANCY  SERVICES 

JOHN  COOKE  FCA 
CHARTERED  ACCOUNTANT  & 
REGISTERED  AUDITOR 
26  Nevill  Road,  Bramhall,  Stockport  SK7  3ET 
Telephone:  061-439  1279 
Pharmacy  accounts  expert.  11  years  with 
Ernest  J.  George  &  Co.  13  years  in  public 
practice,  family  companies  a  speciality. 


BUSINESS  OPPORTUNITIES 


SPECIAL  OFFER 


'  SUPERB  RETAIL  BUSINESS  OPPORTUNITY" 

THE 
LITTLE  GENIUS 


THE  IMAGER,  from  Photo  Express  is  the 
smallest  microlab  on  the  market  today, 
occupying  |ust  one  sq  metre  of  valuable 
retail  space  Now  even  the  smallest  store 
can  offer  quality  30  minute  film  processing, 
en|oy  extra  profits  and  attract  new 
customers 

Unique  fully  automatic,  continuous 
operation  enables  printing  and  developing  in 
one  process  Just  insert  an  unprocessed 
35mm  film  and  out  pop  6x4  |umbo  photo  s 
including  instant  reprints' 

THE  IMAGER,  is  so  easy  to  operate, 
you  can  build  new  business  with  no  extra 
staff  An  ideal  profit  centre  in  itself.  The 
Imager  will  complement  your  existing  range 
of  goods  and  services  The  increased 
customer  flow  attracted  by  30  minute  D&P 
will  certainly  improve  your  overall  sales 
performance  When  you  consider  that  the 
D&P  market  has  seen  150  years  of 
continuous  growth,  it  is  easy  to  understand 
why  so  many  retailers  are  adding  30  minute 
D&P  to  their  range  of  services 


"AUTOMATIC  FILM  DEVELOPING  &  PRINTING  MACHINE" 

ONLY  £17,900 

PHOTO  EXPRESS,  Suite  405,  Glenfield  Park,  Philips  Road, 
Blackburn  BB1  5PF. 
Telephone: (0254)  671021. Fax. (0254)  261972. 


100  AZATHIOPRINE  50m< 

(Wellcome  brand) 

Stephar  list  price  £25.00 

The  Offer 

For  every  five  packs  ordered  we  will 
include  a  further  pock  free  of  charge 

This  offer  remains  in  force  while  stocks  lasts. 
—  ORDER  NOW  —  to  ensure  you  don't 
miss  out. 

To  place  your  order  (or  for  further  details  of  the 
full  range  of  Stephar's  products  and  services) 
call  free  on:  0800  581541 

STEPHAR  (U.K.)  LTD  —  " 

3  Waveney  Parks, 
Hewett  Road, 
Great  Yarmouth 
tel:  0493  650069 
fax:  0493  655479 
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PHARMACY  COMPUTER  SYSTEMS 


THE  BEST  PMR 

THE  ULTIMATE  FULL  COLOUR  486 
SYSTEM  THAT  SAVES  YOU  TIME 
AND  MONEY  ON  ENDORSEMENTS 

•  Maximises  llemuneration 

•  Ei^dorsements 

•  Every  DM  Drug  Tariff 

•  Blacklist  Alert 

WE  LEAD,  OTHERS  FOLLOW. 

Software  only  also  available. 


Please  telephone  for  a 
demonstration  -  Simple  Software 
»     PO  Box  2611,  Smethwick, 
Warley,  West  Midlands  B66  IBN 
Telephone:  021  580  1511 
Fax:  021  580  1462 


If  it's  Time  to 
change,  look  at 
The  ALCHEMIST 
30()() 


A  dispensary  management  system  that  includes:-  Endorsing  features,  BNK 
Cautions.  Owings,  OTC  Accounts,  (traded  Interactions,  Q.lM.D's  Kasy  31) 
colour  user  interface.  lAl.P.  system.  Fast  patient  records.  Fully  integrated 
monitored  dosage  facilities  including  drug  identification.  Monthly  updates. 
Unique  features.  Extensive  patient  allergies  &  conditions  section.  Fast  labelling. 
Repeat  labelling.  Extremely  custoniisable  (drugs,  doses,  cautions,  settings,  etc). 
M.A.R  printing,  DOS  6  &  Windows  compatible.  Custoniisable  slock  control  & 
auta  ordering  and  MUCH  MORK...AT  A  PRICE  THAT'S  NOT.... 

Tel:  0772-622839 


John  Richardson  Computers  Ltd 


PMR 


(Latest  o/QQ 
Update  O'^'J 


tPOS 


JRC  systems  are  renowned  for  their  speed,  ease-of-use 
and  flexibility  -  Ttiey  are  ttie  most  widely  used  in  pharmacy 
today,  are  constantly  updated  and  enjoy  an  enviable  after- 
sales  service.  You  may  think  you  can't  afford  the  best  - 
'oi!"ll  be  surprised  . . . 


?.  DETAILS,  OR  FREE  EPOS/PMR  VIDEOS,  PHONE  0772  323763 
323003)  -   OR  VI/RITE  TO  JRC  LTD.  F^REEPOST,  PR5  6BR 


Ob-. 


ms  For  A  Total  Cure! 


Patient  Medication  Records 
kOut  -  POSHH  EPOS 
-  Book  keeping  package 


iult  Computing  Ltd, 
?.iyUss  Road, 


CCWVSaUTWMG 


Droilv'ich, 
Worcs.  WR9  9RD 
Telephone:  O'm  7953  J5 
Fox;  090S  79S?-?S 


CHECKOUT 
PILLS  8 
OBSfRVr 


5  CALVERT  COMPUTER 
SERVICES  PRESCRIPTION 
LABELLING  SYSTEMS 


including: 

•  Patient  records  •  Drug  interactions 
•  Owings  •  Stock  usage 
•  Controlled  dosage  sections  for  homes  etc. 
•  Complete  systems  avialable 
•  28  day  free  trial  on  all  software 


FOR  MORE  DETAILS,  CONTACT 
S  CALVERT  COMPUTER  SERVICES  AT 
83  PONTEFRACT  LANE, 
LEEDS,  LS9  9HS. 
PHONE  (0532)  484746 


PACEfier^ 


LABELLING 
SYSTEMS 


THE  BETTER  LABELLING  & 
RECORD  SYSTEMS 


»  Faster  •  Simpler 

»  Guaranteed  Security         •  Free  Credit 
»  More  Features  •  Low  Price 

No  one  has  more  experience. 
Don't  buy  without  first  seeing  a  Pace  Beta 
demonstrated  in  YOUR  pharmacy 
•  Available  for  one  months  trial 
For  details  and  a  free  demonstration 
Telephone:  061-941  7011 
37  Stamford  New  Road,  Altrincham  WA14  1EB 


The  right  prescription  for  pharmacists 

LABELLING  / 
FULL  BNF  WARNINGS  / 
PMR'S  / 
INTERACTIONS  / 
CARE  HOME  OPTIONS  / 
Complete  systems  or  software  only. 
10%  Discount  on  all  pharmacy  software  -  SEPTEMBER  ONLY 
PLEASE  RING  TODAY  FOR  YOUR  FREE  BROCHURE 

0772  561515 
BUSINESS  SYSTEMS  LTD 

Stanley  House,  2  Stanley  Place,  Fishergate  Hill, 
Preston,  PR1  SNA. 


Simpli/  tlie  hestr 


■Prescripfion 

endorsements 

■Free  repiacemm 
l^ardware  every 
3  years  ^ 


PARK  SYSTEMS  LTD. 

6  Vulcan  Street,  Liverpool  L37BG 
Tel  051  298  2233  Fax  051  298  161 


THE  independent  | 

supplier 
you  can  rely  on 


■Generous  part 
^''Ciangeal/owan, 


ces 
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PRODUCTS  AND  SERVICES 


jJJ j  VISUAL  MERCHANDISING 


k 

y 

Designers  and  Manufacturers  of  Glass  Cube  Merchiandising  Displays 
Cube  Arts  Ltd.,  Unit  14,  Kimpton  Trade  &  Business  Centre, 
Minden  Road,  Sutton,  Surrey  SM3  9PF. 
Tel:  081-641  8771  Fax:  081-641  8948 


IT  IS  A 

"STEAL" 


FOR  ONLY 

—         £245  v^T 

THEFASITH014 

NOW  you  CAN  AFFORD  A  PROFESSIONAL 
VIDEO  SURVEILLANCE  SYSTEM 

•  SIMPLE  DIY  lr^lSTALLATIOfJ  •  CAN  BE  EXPANDED  TO  TAKE  UP 

TO  4  CAMERAS  •  2  WAY  SPEECH  BETWEEN  CAMERA  AND 
MONITOR  •  PICTURE  CAN  BE  RECORDED  ON  DOMOSTIC  VCR 

  Brochure  and  details  from  Fosif  Security  Ltd,   

Fasil  House,  Elkstone,  Cheltenham  GL53  9PB. 


Telephone:  0242  870414 


PROFITABLE  &  PROFESSIONAL 
EAR  /  NOSE  PIERCING 
SYSTEM 

HEALTH  AUTHORITY  APPROVED 
Safe  for  Children  and  Babies. 
NICKEL  FREE  &  INFECTION  PROTECTED 
Poly  (UK)  Ltd,  10  Allenby  Road, 
Maidenhead,  Berks,  SL6  5BB. 
Tel:  0628  33201  Fax:  0628  781802 


fS99  SeOTOS'H 

PHOTOGRAPHIC  WHOLESALERS 

POUOXIIM      Wl  SmUHYON    IIIYM       HHISIMI    liiyllN      .  ,1 11  A  i  HHI  I  Ai  N 

TELEPHONE  0272  629391    FAX  0272  621590  MOBILE  0831  228636 

LOWEST  UK  FILM  PRICES? 

send  lor  our  latest  list  ■  3bC  lines  Wth  year  lilm  is  long  dated  /European  packs 


D&M  Printing  Company  Limited 

LABELS  AND  COMMERCIAL  PRINTING 

Pharmacists!  Save  Money  by  using 
our  dispensing  labels. 
Contact:  Des  or  Mark  Alger 
Telephone:  051-949  0567 
Fax:  051-949  0747 


REGISTERED    C  H  *  R I T  T 

MARIE  STQPES 


Yes!  We  now  lia\'c  a 

car  insurance  policy 

designed  spccificnlK  for  pliarnincists! 

SbeC\a\  ^O**  V'^'''''"*'''''^^       ♦  I'mUcKd  No  ( ;Lnins  discount 

tof    in  PViaf""^*^^'    ♦  hv.  1 1  h.,,,,  k-ai  ki  is,,, 

s(.i\icc 

♦  liiiMK  Jiiilc  2,S"c.  clisc(UMil 

♦  l)u,i,icili;irv  mikI  .fsidciil i;,l      ♦  '  "i"--"'-^-^!  1'"^^  .xcxerv 
lioiiR' v  isits  I'M  S  Owiicii        ♦  <  cars.  Ilceis  hikI 
:iikI  I'l  Lscriplioil  ticli\x'r\             pliiiniiacy  tlcli\LT\  \ans  also 
aiitoiiiaticalh  c(i\cic'tl  cixil 

♦  SCIIKMIv  ALSO  AI'l'I.ICAHLi:  TO  Al.l.  I'IIAK.\L\(  A  M  AM 


I'nr  an  liiiiiiL'diatc  (|iii)Iatiiiii  nn  \iinr  car  iiisinancc 

m  0245  492949 


W'c  alsii  ai  iaii^c;  ♦  I'li  itcssK  mal  liulcilimtx  Insurance  lnr 

\cuir  pharniac\'  business  hir  V  I S')  per  aninnn 
♦  I  Uisincss  \  ('.(lUtciils  Insurance  ♦  Locuui  I'l  lus\nanci 

m  021  236  0031 


P\  I  /A 


Wokkim;  For  Piiarmacv 


The  Pharmacy  Insurance  Agenciy 


I'AKT  Ol   I  111.  IM<(  )\  l\(  lAI.  IMI.XUM A(  i'*  M,U\  K  . I  S  (.UOIT' 


CRAMS 


IflHllB  !■  Cwh  Control  SyiloM 


Free  demonstration  on 
Soles  Analysis 
Cosh  Control 
Stock  Control 

Telephone; 


0602  42042 1 

MEP  HOUSE.  CROYDON  ROAD.  RADFORD,  NOniNGHAM  NG7  3DS 


SUPPLIERS 


W«IWNG  TO  MOVDE  FANIT  PUNMS  WOMJtWH. 


FRAGRANCES 

Suppliers  to  majority  of  West  Midlands 
independent  pharmacies  would  like  to  give  you 
the  opportunity  to  benefit  from  our  professional 
sei-vice  and  excellent  prices. 
Customer  satisfaction  is  our  watchword. 
For  a  price  list  and  our  "Specials"  sheet,  please 
phone/wnte 
FRAGRANCE  N'  THINGS 
21  Green  Lane,  EccleshaU,  Staffs.  (0785)  851225 
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STOCK  FOR  SALE 


Suroph 


artrt—^ 

WIN 

A 
CAR 

AUDI  lOOE 

FREEPHONE 
0800  525381 


4 


LIBRA  DISTRIBUTORS 

ON  OFFER  -  GOOD  QUALITY  FILM 
AT  CHEAP  PRICES 
ORWO  100  Speed  24  Exp.  at  69p 
ORWO  100  Speed  36  Exp.  at  83p 

WHILE  STOCKS  LAST 
TEST  STRIPS  AVAILABLE  FOR 
SETTING  MACHINES 

FEEL  FREE  TO  CALL  FOR  A  COMPREHENSIVE  PRICE 
LIS  i  .  IDEAL  TIME  TO  GET  IN  FOR  PASSPORT 
PICTURES  -  FOR  A  FREE  DEMO  CALL  US 

WHOLESALERS  OF  FRAGRANCES 
PHOTOGRAPHIC  FILMS  &  BATTERIES 

TELEPHONE:  081-445  4164 
08 1-445  1399 


^1  ^^^^^  /^^^  f^^^. 


The  Invisible  Pollen  Mask  nasal  spray  powder 
Introductory  offer     RRP  £4.95 
13  charged  as  12  List  £3.15 
Lake  Pharmaceuticals  Limited 
P.O.  Box  1380,  London  W5  2XB 
Tel:  081-997  8247  Fax:  081-998  5823 


FRAGRANCE 


SPECIAL  OFFERS 


SEPTEMBER  1993 


LADIES 

M.R.P. 

PRODUCT 

NORMAL 

BUY 

PRICE 

3  + 

29  75 

AMARIGE  50ML  RDT  SP 

22  25 

18  95 

17  95 

ANAIS  ANAIS  30ML  EDT  SP 

10  50 

9  75 

1 1  50 

dLUc  UHAhb  3uML  HUr  br 

7  50 

6  50 

18  50 

BYZANCE  30ML  EDT  SP 

10  15 

8  50 

11  75 

CACHET  11ML  COL  SP 

6  35 

2  45 

1 0  95 

rhiOP  OF  PARDIM  "^DMI  FDP 

\-f  n  Wv_'   LJlZ                    W   OUIvIL  CUi  Or 

6  25 

3,10 

27  50 

CLINIOUE  WRAPPINGS  25ML  SP 

19  99 

17  95 

CHANTILLY  60ML  EDT  UNBOXED 

6  25 

3  95 

16  50 

DIORISSIMO  30ML  EDT  SP 

9  99 

8  50 

23  50 

FIDJI  25/30ML  EDT  SP 

12  90 

9  95 

37  00 

FIRST  80ML  EDT  SP 

16,50 

10,95 

27  95 

GIO-BY  ARMANI  50ML  EDP 

19  50 

18  50 

1 9  95 

UUbbo  LAUIbb  JUlvlL  bUI  br 

12,50 

10  95 

9  95 

IMTIMATE  30ML  EDT  SP 

4  75 

3.50 

17  95 

L  AIR  DU  TEMPS  30ML  EDT  SP 

1 1  50 

8  50 

2 1  00 

1  nil  1  nil  '^nMi  fhp 

14.50 

10.95 

1 8  50 

1 VI  M      AA  1 VI  u_    n  \_/\^  \  \  r\\D    OIJ  IVF  L  Or 

9  95 

8  50 

31.50 

MISS  DIOR  50ML  EDC  SP 

17.50 

12.50 

33  00 

OPIUM  36ML  EDT  SP 

20  50 

17  95 

45  00 

OSCAR  DE  LA  RENTA  100ML  EDT  SP 

25  55 

19,95 

26  00 

PARIS  50ML  EDT  SP 

16.95 

15  75 

18  50 

RED  DOOR  25ML  EDT  SP 

12.50 

10  75 

RIVE  GAUCHE  25ML  EDT  SP 

10  95 

10,50 

32  50 

SAFARI  20ML  EDP  SP 

22  00 

19  50 

24.00 

SAMSARA  30ML  EDT  SP 

16.95 

15.95 

9  95 

VANDERBILT  15ML  EDT  SP 

6  25 

3  85 

WHITE  LINEN  5ML  EDP  SP 

6  50 

5  50 

47.00 

RAFINEE  75ML  EDP  SP 

11.95 

5.95 

— FOR  FULL  PRICE  LISTS  CONTACT 

?=^D.E.  Pharmaceuticals 

DERWENT  HOUSE,  PRUDHOE  STATION,  NORTHUMBERLAND  NE42  6NP 

TELEPHONE:  0661  835755  FAX:  0661  835839 

TELEPHONE:  081-868  1263 
FAX:  081-868  3424 


Distributors  of  the  Largest 
range  of  Branded 
French  Fragrances 
Nationwide  Delivery 

FREEPOST 
HARROW,  MIDDX. 
HA2  9BR 
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STOCK  FOR  SALE 


Could  this  be  the 
start  of  a  beautiful 
relationship  ? 


We're  so  sure  our  company  is  unrivalled  in  the  Full-line 
wholesaling  of  Pi's  and  Generics,  that  we're 
prepared  to  give  you  an  absolutely  free  Fax 
Machine  if  you  try  our  service. 

WHAT'S  IN  IT  FOR  YOU,  THE  PHARMACIST? 

The  best  prices  in  Pi's  and  Generics,  the  best 
stocks,  the  best  dehvery  and  the  very  best  in 
customer  care.  Oh  yes,  and  a  Free  Fax  Machine  to 
maximise  the  efficiency  of  your  business. 

WHATS  IN  IT  FOR  FREEMAN  PHARMACEUTICALS? 

We  know  that  if  you  try  us  out  you'll  want  to  stay 
with  us.  We'll  earn  a  customer  who'll  be  with  us  for 
years  to  come  -  so  it's  not  just  a  mad  giveaway,  it's 
good  business  too! 


All  you  need  to  do  is  to  agree  to  use  Freeman 
Pharmaceuticals  for  some  of  your  supplies  over  a  limited 
period  of  time  -  typically  6  months. 

The  quantities  and  the  time  span  can  be  mutually 
agreed  when  you  freephone  0800  21  29  62  or 
return  the  freepost  coupon. 


It  seems  an  interesting  proposition,  but  I'd  like  more  details  please. 
Name;  


....Postcode:  , 


Please  clip  the  coupon,  pop  it  in  an  envelope  and  send  to: 
Freeman  Pharmaceuticals.  Freepost  LS  S035  Harrogate,  North  Yorkshire  HG3  IBR 
(no  stamp  required) 
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STOCK  FOR  SALE 


Barclay  OT€RPRIS€ 


m  ADDITION  TO  THE  BEST  O.T.C.,  HEALTH  FOODS  AND 
GENERICS  SERVICE  IN  THE  U.K.  WE  NOW  OFFER  THE 
MOST  COMPETITIVE  ETHICAL  SERVICE  IN  THE  U.K. 


ING  DISCOUNTS  FROM  £1  FROM  YOUR 
CURRENT  WHOLESALER? 


IF  NOT  COMPARE  OUR  NEW  DISCOUNT  TERMS 

from  £1  to  £10,000  -  9% 

from  £1  to  between  £10,001  to  £15,000  ■  10.25% 

from  £1  to  between  £15,001  to  £25,000  -  10.5% 

from  £1  to  over       £25,001+  -  11% 

Eg,  Customer  spending  £14,000  (qualifying  ethical  and  surgical)  per  month  would 
receive  a  full  10.25%  discount  from  £1:-  Total  discount  for  the  month  £1,435.00. 

In  addition  9^/4)  discount  off  trade  on  split  patents  (invoiced  at  nett  price) 

In  addition  11%  discount  off  trade  on  dressings  -  in  singles  (invoiced  at  nett  price) 

■n  additional  2%  discount  given  by  credit  note  on  all  Giaxo  purchases. 
Discounts  apply  on  qualifying  ethical  and  surgical  purchases. 

Subsidised  P.M.R.  System 


CAN  YQU  AFFORD  NOT  TO  im  w 


PHONE  TODAY  FOR  YOUR  LOCAL  REP  TO  CALL, 

HEAD  OFFICE 

Linley  Trading  Estate, Linley  Road,  Taike,  Stoke  on  Trent  ST7  1XS. 
Tel:  0782  784444  FAX:  0782  786682 
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SHOPFITTINGS 


A  COMPANY  STRUCTURED  FOR  EXCELLENCE 

"Innovative  Solutions  for 
the     Retail  Pharmacy" 


Design 

Lexdrum  has  the  expertise  to 
create  high  standards  of 
design  covering  all 
aspects  of  the 
pharmacy 
profession.  We 
offer  a  complete 
package  from  design 
concept,  manufacture 
installation,  including 
electrical,  decorating,  floor  cover 
fittings,  timber  and  aluminium 
shopfronts 


•^1 


Manufacture  & 
Installation 

Equipped  with  the  latest 
concept  in  modern 
machinery  and  . 
technology  our  ^^^4 
factory  is  capable  of         4-  ' 
producing  modular  and  i 
custom  built  units,  counters  \ 
and  joinery  items.  With  our  ' 
team  of  dedicated  staff  and 
highly  skilled  tradesmen  we  offer  a 
flexible  service  tailored  to  suit  the 
requirements  of  the 
retail  pharmacy. 


Finance 

Subject  to  financial 
status.  We  can  offer 
attractive  H.P.  or  leasing 
terms  including  short 
term  interest  free  loans 


\'r4 


KING  CHARLES  BUSINESS  PARK, 
OLD  NEWTON  ROAD,  HEATHFIELD, 

DEVON  TQ12  6UT. 

TEL:  0626  -  834077 


The  Complete  Shopfitting  System 


Sycialistt  in  Wiarmacy  Plannin 


FREE  PLANNING,  QUOTATIONS  & 
MERCHANDISING  ADVICE 

0602  42042 1 

design,  installation,  service 

U  K  Agent  for  B^S^CMMEP  and  C0_C.RBOX 

MEP  House  Croydon  Rood,  Radford,  Nottingfiam  NG7  iOS 


PROFESSIONAL 

PHARMACY  DESIGN  &  INSTALLATION 
OXFORD  ROAD, 
PEN  MILL  TRADING  ESTATE, 
YEOVIL  BA21  5HZ. 

0935  20724 


SHOPFITTING  SYSTEMS 
&  SERVICES 

•  Free  Independent  Advice  for  Independent  Pharmacists 
•  Choice  of  Systems  to  meet  your  budget 
•  Top  design  or  unbeatabfe  lowest  price  package 
•  You  can  share  in  30  plus  years  experience  in  pharmacy  planning 

Call  Frederick  Moore  —  0525  222526 
39  Cooks  Meadow,  EdIesborough,  Beds.  LU6  2RP. 


K  H  WOODFORD  h  Co  Ltd 

We  as  specialist  manufacturers 
and  installers  invite  you  to 
telephone  us  on  0202  396272 
for  details  of  our  fully 
approved  equipment  for  all... 

Dispensary  and  Pharmacy  fitting 
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SHOPFITTINGS 


STOCK  WANTED 


6fjoprijfiMc^ 


FROM  LOW  COST  PERIMETER  SHELVING  TO 
UPMARKET  PERFUMERY  SHOWCASES  TRADITIONAL 
OR  CONTINENTAL  DISPENSARIES 

CONTACT  MARTIN  BAGG  FOR  A  COMPLETE 
SHOPFITTING  SERVICE  FOR  THE  PHARMACIST 

0392-216606 


D 


SP[[II[ISI  l'llllilM|[|  SHirfllllllG 


IIM  i  N 


ificfsnii  m 
.  mi  iimi 


•  Pharmacy  Units  •  Counters  •  Showcases  •  Shelving  • 

False  Ceilings  •  Lighting  •  Heating  •  Flooring  •  Shopfronts  In 
Hardwood  and  Aluminium  •  Fascia  Signage  •  Roller  Shutters 


SUNGLASSES 


V2 


PRICE  SALE  SUNGLASSES   V2  price  sale 


Top  quality  exclusive  designs  not  available  in  markets  or  any 
other  cash  +  carry 

Direct  marketing  by  the  Importer  to  the  chemist  trade. 

Below  Import  Cost  —  End  of  Season  Bonanza 

FINAL  CLEARANCE  SALE 

100  pairs  of  Sunglasses  ^\^\  ^"  '^elusive 

100  Exclusive  Cases  Im  KJiKJi      of  VAT,  Postage 

100  Mixed  Colour  Cords      JL>        \J  &  Packing 

'Ticket  Retail  Prices  C14.99,  £17  99,  £19  99* 

COD  avail  He   Sunny  Specs,  Unit  F5,  Skillion  Commercial  Centre, 
at  no  extra        Lea  Valley  Trading  Estate,  Edmonton  N18  3BP. 
charge  jgi;  081-345  6359  Fax:  081-887  0836 


STOCK  WANTED 


CHEMIST  —  WANTED  —  PHARMACY 

Surplus  Coloured  Glass  Bottles  and  Jars  Wanted. 
Black  Glass  Jars.  Drug  Jars  —  Blue  or  Green. 
Blue  Castor  Oils.  Coloured  Soda  Syphons. 
"Admiralty"  Square  Blue  Poisons.  Spare  Stoppers 
Common  Blue  "Not  to  be  taken"  Poisons 
-  All  shapes. 
Mixed  Assortments  of  Surplus  Bottles  as  above. 
Contact:  Eric  Padfleld, 
18  Mulberry  Gardens,  Sherborne,  Dorset. 
Tel:  0935  816073  Fax:  0935  814181 


WANTED 

International 
Fragrance  Suppliers 

Genuine  suppliers  from 
Europe  &  Worldwide  for  all 
types  of  branded  perfumes, 
aftershaves  and  toiletries. 

Offers  from  the 
UK  will  also  be  considered. 

GUARANTEE  CASH  PAYMENT 
• 

NO  TIME  WASTERS  PLEASE 
• 

PLEASE  CONTACT  IN  THE 
STRICTEST  CONFIDENCE 


*  )  810  47^ 


EXCESS  DISPENSARY 
STOCK  REQUIRED 

Prepulsid,  Ossopan,  Tabs,  Sandimmun 
50mg,  Tambocor,  Isordil  Tembids, 

Ventolin  Nebules  2.5mg/5mg, 
Pulmicort  Nebules  0.25mg/0.5mg 
Kabipen  161U  refills. 


Chemist  &  Druggist  List  Price 
Less  30%  Paid 


Please  phone  081-882  1646 


WANTED 


Old  Chemist  Shop  fittings,  Bottles, 
Mirrors,  Drug  Runs,  Bow  Cabinets,  etc. 

Complete  shop  interiors  purchased. 

We  try  hardest, 
travel  furthest,  pay  more. 

Telephone:  (0327)  349249  Eves:  41192 
Fax:  (0327)  349397 
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Businesslink 


A  FREE  Service  for  Chemist  &  Druggist  Subscribers 


PHARMACIST  MANAGERS 

LONDON  KAST  -  Enthusiastic  pharmacist 
nianafSer  i  ci|uired  for  a  community  phar- 
macy,  should  have  experience  of  econo- 
mical buying,  merchandising  and  stock 
control,  in  order  to  develop  full  potential 
of  this  business.  Tel:  071-5:3S  4.H12. 

LINCOLNSHIRE  -  Pharmacist  required  lor 
pharmacy  inside  Supermarket,  ideal  op- 
portunity for  newly  qualified  wishing  to 
gain  experience  in  this  growing  branch  of 
pharmacy.  Tel:  0427  616797. 


 LOCUMS  

BKNFLEET,  ESSEX  -  Regular  Saturday 
locum  required  9-5.30.  Tel:  0268  56,S1 11 
daytime  or  081-8S6  4.320  evenings. 

PALMERS  GREEN,  N13  -  Part-time  phar- 
macist, two  day  minimum  each  week, 
long  term.  Tel:  081-886  2.%1. 

3  MILES  SOUTH  OF  DURHAM  CITY  - 
Locum  wanted,  reliable  and  trustworthy, 
for  every  Wednesday  from  8.45am  Lintil 
12.45pn.  Tel:  091-377  3413. 

YORK  -  Locum  required  for  Saturday 
mornings  and  odd  days.  Tel:  0904  430805 
or  0904  612428. 

WEYMOUTH  -  Locum  required  to  work 
alternate  Saturdays  9am-5.30pm  for  an 
In  Store'  pharmacy.  Tel:  0305  814828 
daytime  or  0305  779277  evenings. 


SITUATIONS  VACANT 

BLACK  COUNTRY  (WEST  BIRMING- 
HAM) -  Dispensing  technician  required, 
experience  essential,  full  time  position  iii 
bu.sy  pharmac\'.  Tel:  021-557  5903. 

EXPERIENCED  COUNTER  ASSISTANT 
-  Required,  hours  9-7  or  to  suit,  .5/6  days. 
Tel:  081-969  8741. 


SITUATIONS  WANTED 

NOTTINGHAM.  YORKSHIRE.  DERBY- 

Locum  available  for  short  or  long  term 
from  October  21.  Tel:  0740  654669  or 
0850  245403. 

MANCHESTER  -  Locum  available  for  days, 
weeks  or  long  lerni.  Tel:  061-792  0383. 

YORKSHIRE/LANCASHIRE  -  Locum 
available  for  short  or  long  term  bookings, 
will  take  care  of  all  endorsing  stock 
control  etc.  available  from  September, 
Tel:  0484  .535126  or  0831  645507 

WOLVERHAMPTON/SHROPS/STAFFS  - 
Experienced  professional  locum  seeks 
regular  or  occasional  days.  Tel:  0952 
460281. 

EAST  LONDON/ESSEX  -  E.xperienced  and 
reliable  pharmacist  available  on  Mondays 
and  Tuesdays  on  a  regular  basis.  Tel: 
081-534  1652  until  9pm  or  071-473 
0342. 

MATURE  &  RELL\BLE  LOCUM  -  Avail 
able,  will  travel  if  suitable  accommoda- 
tion provided,  Tel:  071-739  4826. 


BUSINESSES  FOR  SALE 

DUNDEE  -  Turnover  in  excess  of  £300.000. 
1,500  items  per  month,  busy  central 
location.  Tel:  0382  28411. 

ROSSENDALE,  LANCS  -  Small  village 
pharniac\',  scripts  average  1,560  month- 
ly, counter  ax'erage  5,020  monthly,  low 


overheads,  goodwill  PCF  and  lease 
£39,000,  stock£22,000.  Tel:  0792  830413 
after  8pm. 

SW12  NEAR  TUBE  STATION  -  TuriKJVer 
X240,O0O,  rent  .£7,100  PA,  NHS  l„50l) 
approximate  per  month,  price  .£65,000  f 
,SAV  negotiable.  Tel:  081-673  6288. 

NEAR  WEYBRIDGE  -  Drugstore  under 
management.  iLirnover  284K.  offers  lor 
goodwill,  .stock.  Tel:  081-890  2236  or 
0932  873335. 


WANTED 


ALBERTO  BALSAM  THICKENING  LO- 
TION -  ,\nv  iiuantitv.  Tel:  02.52  23289. 

GEORGIE'  PERFUME  MIST  -  (Liberhi' 
Cosmetics)  required.  Tel:  0639-812291. 

EPREX2000  !U  -  Plus  Sandimmun  lOOmg 
caps,  will  be  trade  less  40%+VAT.  Tel: 
021-433  3072. 


FOR  SALE 

NOMAD  CASSETTES  -  As  new  plus  carn- 
age, insert  tray  free  with  ca.ssette.  Tel: 
051-6.39  3.531. 

CITROEN  2  CV  -  Special  E  reg,  immacu- 
lale,  red,  9  months  MOT  and  warranty, 
FSl  I,  £1,7,50.  Tel:  0494  .520685. 


EXCESS  STOCK 

TRADE  LESS  50'Xi+VAT-fPOSTAGE  -  6  x 

Lentard  Mc  insulin  (exp  2/94).  70  vials 
Ciystapen  600mg  (e.xp  6/94),  10.\25  ml 
Dextrose  W  50%  (exp  11/93).  Tel:  0226 
282532. 

TRADE  LESS  25%  -  276  Androcur  50mg 

(exp  1/96).  Tel:  02.53  762110. 
TRADE  LESS  25%-HVAT-fPOSTAGE  -  48 

/-Vnugesic  HC  supp  (exp  11/93).  Anugesic 
HC  cream  (exp  11/93).  100  Sparklets 
(10x10),  6x10  Sparlavhips.  Tel:  081-.539 
1922. 

TRADE  LESS  40%+VAT-fPOSTAGE  -  6 

boxes  Biotrol-Elite  36-835.  .3  boxes 
Macrodom  GS7654,  3  boxes  Hollister 
stoma  caps  (2")  7184.  Tel:  0707  2(i2242. 
TRADE  LESS  30'Xi-fPOSTAGE  -  Elancyl 
products  total  cost  £486.85.  Tel:  0276 
:'.:!819. 

TRADE  LESS  30%  -  Yardley.  English 
La\'ender  pertumed  soap  2xl50g,  280 
p.icks.  Tel:  081-969  1483. 

TRADE  LESS  50%+VAT-i-POSTAGE  - 
5x5  amps  Sandostatin  lOOmcg/ml. 
60xl0.x2ml  Atrovent  nebuliser  solution 
500nicg/2ml.  Tel:  0787  476646. 

TRADE  LESS  iO%  -  Synarel.  Three  for  the 
price  of  two  Simcare  stoma  bags  ECl  ref 
32-330-30  28mm.  Tel:  081-529  1035. 

TRADE  LESS  50%-fPOSTAGE  -  Biotrol 
32-430  X  2.  Hollister  .3315x1.  Ij-iplan 
WS167-25-E  X  1.  WS167-20-T  x  2. 
WS166-03-P  X  1,  ^1^166-03-5  x  1.  Tel: 
0706  224136. 

TRADE  LESS  30%+VAT-fPOSTAGE  - 
:'.9x  Retrovir  lOOmmg  caps  (exp  11/93). 
76  X  Di.stamine  250mg  tabs  (exp  1/94).  82 
X  Treosultan  250mg  caps  (exp  2/94),  100 
X  Hydergme  1.5mg  tabs  (exp  2/94).  1x56 
Relifex  SOOmg  (exp  2/94).  2.x30  Biotrol 
Elite  white  stoma  bags.  Tel:  0732  360542. 

TRADE  LESS  40%-i-POSTAGE-i-VAT  -  BD 
Micollne  syringes  1.0ml.  Zocor  20mg 
tablets.  Vascace  Img.  Tel:  0742  554361. 

TRADE  LESS  30%  -  Zofran  8mg  5x10  (exp 
.3/95).  Tel:  0493  843445. 


TRADE  LESS  30';<i  -  Suprelact  nasal  spray 
X  2,  Zovir;ix  suspension  7xl25ml,  all  well 
dated.  Tel:  0202  513.306. 

TRADE  LESS  .30'Xi-fVAT-i-POSTAGE  -  60 
Trancopal,  56  Rythmodan  retard,  1  Zo- 
virax eye  ointment,  1  Opticrom  eye 
ointment,  M  Gamanil,  1  Ventide  inhaler, 
Tel:  0963  250259, 

TRADE  LESS  .30'«,  -  Suprax  l.ihs  55, 


Alu-cap  170,  Calcichew  (iO,  Bezalip 
200mg,  Solpad<il  tab.s,  Nifen.sar  XL,  Dox- 
ycycline  lOOmg,  2x50,  Emcor  lOmg.  Tel: 
0708  74.3341. 
TRADE  LESS  30'M,-fVAT-i-POSTAGE  - 
100  Atromid  S,  200  Megace  40mg,  .34 
Lustral  lOOmg,  120  Nolvadex  20mg, 
50  Desloht,  ,54  Cheiiofalk.  Tel:  092.3 
82575:',. 


PLEASE  MENTION  "C&D  BUSINESS  LINK" 
WHEN  RESPONDING  TO  ADVIiRTISEMENTS 
ON  THIS  PAGE 


IMPORTANT 

Because  demand  for  free  "Business  Link"  entries  exceeds 
the  space  available,  subscribers  are  asked  to  comply  with 
the  30-word  limit.  To  avoid  delay  in  publication,  please 
ensure  that  brand  and  drug  names  have  the  correct  spelling 
and  that  the  text  is  legible. 


Free  entries  in  "Bu.sine.ss  Link"  (ma.ximum  .'50  vvord.s)  are  re.stricted 
to  community  pharmacist  subscribers  to  Chemist  <&  Drugfiist.  No 
trade  advertisements  will  be  permitted.  Acceptance  is  at  the 
discretion  of  the  Publishers  and  depends  upon  space  being  available. 
Send  proposed  wording  to  "Business  Link"  using  the  form  printed 
below. 

EXCESS  STOCK  CAUTION:  Pharmacists  are  responsible  for  the 
quality,  safety  and  efficac>'  of  medicines  they  supply.  In  purchasing 
from  sources  other  than  manufacturers  or  licensed  wholesalers,  they 
must  satisfy  themselves  about  product  history,  conditons  of  storage 
and  so  on. 


To:  Business  Link.  CHEMIST  &  DRUGGIST.  Benn  House.  Sovereign 
Way.  Tonbridge.  Kent  TN9  IRW. 

PLEASE  COMPLETE  IN  BLOCK  CAPITALS 

Surname  

First  names  

Address  

 Postcode   

Personal  RPSGB  Registration  number  

Telephone  number  

Proposed  advertisement  copy  (maximum  30  words) 


To  be  included  under  section  Heading  .  . 
Signed   Date 
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Aboutpeople 


Millar  to 
chair  NHS 
Trust 


At  the  age  of  38,  Graeme  Millar, 
chairman  of  the  Scottish  Phar- 
maceutical General  Council,  has 
become  the  youngest  chairman 
designate  to  be  appointed  to  an 
NHS  Trust.  His  appointment,  by 
Mr  Ian  Lang,  Secretaw  of  State 
for  Scotland,  is  to  the  Edinburgh 
Child  Health  Trust. 

Mr  Millar  is  also  vice-chairman 
of  the  Lothian  Health  Board,  a 
member  of  the  Scottish  Execu- 
tive of  the  RPSGB,  a  member  of 
the  Advisory  Committee  on 
Borderline  Substances  and  of  the 
Joint  Medical  Advisory  Commit- 
tee of  the  Health  Education 
Funding  Council. 

Mr  Millar  described  his 
appointment  as  "one  of  the  most 
challenging  and  exciting 
appointments  of  all  the  NHS 
Trusts  in  Scotland". 


Appointments 


Maura  Hourigan  of  Geka  has  been 
appointed  sales  manager  with 
national  responsibilty. 

Kareii  Riley  has  moved  to  AAH's 
Warnngiwr,  centre  as  healthcare 
business  development  co-ordi- 
nator. 

The  Board  of  Gkixo  Holdings  has 
appointed  Lord  Kingsdown  a 
non-executive  director  from 
October  1. 

Barrie  Preece  is  the  new  head  of 
export  sales  in  Europe  for  Vivitar. 

Colourcare  have  announced  two 
management  changes.  Frank 
Beman  is  managing  director  for 
Colourcare  UK  and  Mike  Wyatt  is 
managing  director  for  Colour- 
care Europe. 


Lloyds  help  to  Challenge 
Anneka 


Lloyds  Chemists  have  raised 
c£2d(),000  for  the  Challenge 
Anneka  appeal  to  provide  aid  for 
people  in  the  former  Yugoslavia. 

Lloyds  were  approached  by  the 
Red  Cross  to  use  their  gondola 
ends  to  display  the  goods  which 
were  needed. 

On  Friday,  August  27,  Anneka 
Rice  issued  a  challenge  on  tele- 
vision for  people  to  buy  those 
goods  at  Lloyds.  All  917  drug- 
stores and  pharmacies  took  part. 
Profits  from  the  sales  have  been 


converted  into  extra  goods  and 
donated  by  Lloyds. 

The  response  was  over- 
whelming, said  Lloyds,  with 
children  even  using  their  pocket 
money.  Shop  staff  also  got  into 
the  spirit  of  things,  setting  up 
tables  outside  stores  to  encour- 
age people  to  help,  and  some  even 
wore  fancy  dress  for  the  occasion. 

Last  Friday,  Lloyds  sent  a 
convoy  of  lorries  to  Dover  with  all 
the  goods  donated  and  so  far  the 
operation  seems  to  be  going  well. 


Stevf  I'oi  til  .  a  [xistgraduate  at  Brighton  L'niversity  studying  industrial 
pharmaceuticals,  receives  the  £250  Ciba  prize  for  best  student  of  1993 
from  Mike  Benzie,  director  of  technical  operations  at  Ciba.  Steve  leaves 
the  University  this  year  to  join  Zeneca  in  their  quality  control  department 
in  Bristol 

Glaxo  back  cancer  and 
stroke  care 


Glaxo  are  donating £137,350  over 
two  years  to  BACUP  —  the  British 
Association  of  Cancer  United 
Patients  —  to  support  its 
nationwide  telephone  cancer 
information  service. 

BACUP  provides  information 
on  all  aspects  of  cancer  to  30,000 
cancer  patients  and  their  carers 
each  year. 

The  Glaxo  project  aims  to 
increase  the  number  of  people 
helped  by  the  project  by  20  per 
cent  over  the  two-year  period  by 
providing  additional  highly 
qualified  and  specially  trained 


cancer  nurses  to  act  as  infor- 
mation staff. 

In  another  move,  Glaxo  are 
donating  £70,814  to  the  Stroke 
Association  to  fund  research  into 
the  evaluation  of  drug  treatments 
for  acute  stroke  using  new 
methods  of  magnetic  resonance 
imaging  (MRI)  spectroscopy. 

MRI  is  harmless  and  non-in- 
vasive, and  allows  the  effects  of 
different  drug  treatments  to  be 
directly  assessed.  It  uses  the 
magnetic  properties  of  chemical 
compounds  in  the  brain  to  form 
images  or  spectrographs. 


Royal  Pharmaceutical  Society 
Council  member  Gillian 
Hawksworth  spotted  this  bicycle 
while  on  holiday.  "Could  this  be 
the  original  prescription  collection 
and  delivery  service?"  she  asks 


Misson  to 
Zambia 

.ludith  Misson,  a  pharmacist  from 
Hampshire,  left  England  three 
weeks  ago  to  spend  two  years 
working  in  Zambia  with  the 
Voluntary  Services  Overseas. 

Judith  is  running  a  pharmacy 
at  a  mission  hospital  in  Cholonga, 
Northern  Zambia.  As  the  only 
pharmacist  at  the  hospital,  Judith 
is  responsible  for  the  pharmacy 
and  the  supply  of  medicines  to 
clinics  in  the  outlying  districts. 

Judith's  father  Thomas,  who  is 
also  a  pharmacist,  told  Chemist  & 
Druggist  "I  have  received  one 
letter  from  Judith  saying  she  has 
arrived  safely,  but  I  am  not 
expecting  another  for  a  while  as 
she  is  staying  in  a  very  remote 
area  where  it  will  be  difficult  to 
get  mail  out." 


New  York 
trip  winner 

Nicholas  Porter,  pharmacist  at 
Morgan  the  Chemist,  Childwall  in 
Liverpool,  will  be  jetting  off  to 
New  York  on  Concord,  courtesy 
of  Business  Pages,  in  December. 

Mr  Porter  won  the  prize  by 
answering  a  series  of  business- 
related  questions  and  using  the 
directory  to  find  the  answers.  His 
entiy  was  selected  from  over 
19,000  responses. 

Mr  Porter,  accompanied  by  a 
friend,  will  be  staying  at  a  five- 
star  hotel  on  Broadway  and  visit 
Manhattan  and  Bloomingdales. 
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One  Touch®  II 
is  so  easy 
to  use 


One  Touch"  blood  glucose  monitoring  systems  !One  Touch"  11  and  One  Touch"  Basic'";  arc  generating  great  interest  with  patients 
because  thev  are  so  easy  to  use  -  with  no  wiping,  no  blotting  and  no  timing.  That  interest  is  increasing  rapidly 
since  the  test  strips  became  available  on  NHS  prescription. 

One  Touch'"'  meters  are  also  popular  with  medical  staff  tor  their  exceptional  accuracy  and,  in  the  case  of  One  Touch"  II, 
for  Its  numerous  features  ;  including  a  250-test  memor\',  which  captures  results  by  time  and  date;  14  day  average  and  a  data  port 
for  connection  to  either  a  computer  for  analvsis  of  results  or  a  voice  synthesiser  for  use  bv  the  blind  or  visualK-  impaired  patientj. 

"Smart  Optics"  have  virtuallv  eliminated  procedural  errors. 

The  patient  benefits  provided  bv  the  One  Touch"  II  and  the  One  Touch"  Baisc''*'  means  that  they  can  be  recommended  by  pharmacists 
with  confidence.  The  retail  pharmacist  can  also  be  confident  of  achieving  a  gross  profit  of  greater  than  30%! 

Since  consumer  advertisinij  is  ijeneratinci  a  high  demand,  LifeScan  would  like  to  assure  retail  pharmacists  and  wholesalers  of  their 
commitment  to  a  hiah  level  of  ser\'ice.  Leaflet  dispensers,  window  displays  and  posters  can  be  provided  free  of  charge. 

We  have  representati\'es  in  all  areas,  as  well  as  the  LifcScan  Helpline  to  offer  information  and  demonstrations  of  One  Touch"  systems. 

bor  further  information  please  contact  either  lohn  Hughes  or  Vivienne  Carr  at  the  address  below. 
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LifoSuin,  Enterprise  Hou.se.  Sution  Road,  Loudw,ucr.  High  W'vcombe,  Bucks  HP  10  ^)UF.  Tef.  0494  450423. 
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LEMSIP 


RELIEVES  A  BLOCKED  NOSE,  GOLDS  AND  FLU  -  FAST 


Lemsip,  the  <?;ading  hot  drinks  range  for  cold  relief, 
goes  from  strengtl-s  r  j  strength: 

The  core  hot  lemon  and  hot  blackcurrant  drinks  have 
improved  formulations  and  are  now  even  better  tasting 
than  before.  There  are  also  fresh  new  pack  designs. 

And  there's  a  new  exciting  hot  drink  for  this  winter... 
Lemsip  Menthol  Extra  is  the  first  real  innovation  in  this 


marketplace  for  many  years.  It  is  unique;  a  hot  lemo 
drink  with  added  menthol  vapours.  That  means  adde 
value  for  your  consumers  and  added  profits  for  you. 

The  Lemsip  brand  will  hove  massive  notional  T 
spend  of  £4  million  supported  by  a  full  PR  programme. 

That  way  it  should  get  right  up  ^ 
the  competition's  nose.   Reckitt  i*.  COLMArl 

'  ^  PRODUCT 


Lemsip.  Lemsip  Menthol  Extra  and  (J)  are  trademarks. 
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